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TUG OF WAR — OUR, POLICIES PULL THEM OVER 


WRITE FOR GENERAL AGENCY PROPOSITION 
ANDTERRITORY 


ZSRESERVE LOAN LIFE 


= INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. 
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... a simple 


but complete plan, 
developed around 
national advertis- 
ing, which opens 
new markets for old 
agents and gets new 
agents into produc- 


tion—quickly! 
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A COMPLETE LINE 


The Missouri State Life 


provides the field man with 
a complete line of policy 
forms offering a wide range 
of non-participating and 
participating contracts, de- 
signed to meet the varying 
needs of individual pros- 
pects. Life—Accident 
& Health—Group—Salary 


Savings. 


Liberal Agency contracts, 
prompt underwriting serv- 
ice, helpful field cooperation. 
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a MISSOURI STATE LIFE 
UNION CENTRAL LIFE INSURANCE INSURANCE COMPANY 
Company St. Louis, Missouri 
CINCINNATI, OHIO Life—aAccident and Health—Group and Salary Savings 
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Grant L. Hill to 
Succeed Parsons 


Elected Director of Agencies of 
Northwestern Mutual Life to 
Fill Vacancy 


NOW IN NEW YORK CITY 


Has Served as Production Manager of 
McMillen Agency—Outstanding as 
Producer and Organizer 


MILWAUKEE, July 27.—Grant L. 
Hill of New York City has been elected 
director of agencies of the Northwestern 
Mutual Life to succeed Charles H. Par- 
sons, who died last month. For about 
two years he has been production man- 
the C. L. McMillen general 
New York City. He is a 
native of Des Moines. His grandfather 
was president of the Central Life of 
lowa and his father was treasurer of 


that company. He was graduated from 
the University of Illinois and started to 
sell life insurance in Minneapolis. Dur- 
ing the war he served in the marine 
corps and spent considerable time in 
England. On discharge from service he 
went to London as salesman for an ex- 
porting house of which he later became 
British sales manager, returning to New 
York about 1922. 


Makes 


ager of 
agency in 


Record as Producer 


Later he reentered life insurance as 
brokerage supervisor of the Hall-Mc- 
Namara agency of the Penn Mutual in 
New York and when that partnership 
was dissolved he became production 
manager for the J. C. McNamara agency 
there of the Guardian Life. He resigned 
in January, 1929, to devote himself en- 
tirely to personal production. He at once 
climbed into the million dollar class and 
so continued all the time he was en- 
gaged in personal production. He was 
one of the first two men in New York 
City to receive the C. L. U. in 1928. 

Mr. Hill has done outstanding work 
in the McMillen agency as an organizer, 
educator and developer of men. He is 
immediate past president of the New 
York C. L. U. chapter, a member of the 
executive committee of the Life Under- 
writers Association of New York City, 
and a member of the board and treas- 
urer of the Sales Executives Club of 
New York City. 

Fitzgerald Vice-President 


Edmund Fitzgerald was elected vice- 
president with general executive duties. 
He has been vice-president of the First 
Wisconsin National Bank of Milwaukee. 
He became a trustee of the Northwest- 
ern Mutual last January and has been 
serving for some time as a substitute 
member of its finance committee. 

C. F. Messinger, prominent Milwaukee 
industrialist, was elected a trustee to fill 
a vacancy. He has been with the Chain 
Belt Company for nearly 22 years, serv- 
ing as advertising manager, sales man- 





Metropolitan Life Has 
Organized Sales Method 





NEW YORK, July 27.—A canvassing 
system that carries the organized sales 
talk and selling method clear through to 
its ultimate conclusion has been devel- 
oped by the Metropolitan Life and is 
being applied with very gratifying re- 
sults. The work of putting the new 
method across to the managers and 
agents is in charge of Max C. Fisher, 
assistant secretary of the department of 
field education and sales promotion, of 


which Third Vice-President H. E. 
North is chief. 
Must Learn by Heart 
Under this system agents are told 


every word to say and exactly how to 
say it, and they must demonstrate that 
they have learned the canvass fluently 
and convincingly before they are consid- 
ered adequately prepared to go out and 
give the sales talk. To date the system 
has been applied to just one type of can- 
vass—where the agent calls on a family 
new in the neighborhood. 

While industrial agents have undoubt- 
edly been more closely supervised than 
ordinary agents, there has been less in~ 
sistence on a memorized sales talk than 
most insurance men probably thought 
was the case, unless they had direct con- 
tact with the industrial field. 

In getting the new canvass to work 
effectually, some interesting facts were 


ager, assistant to the vice president, vice- 
president, and president since December, 
1930. The by-laws provide for appoint- 
ment by the trustees of an examining 
committee, policyholders who are not 
trustees, officers or employees of the 
company. This year’s appointees are 
E. J. Dempsey, attorney, Oshkosh, 
Wis.; G. W. Van Derzee, vice-president 
T. M. E. R. & L. Co. Milwaukee; 
Merle Thorpe, editor and publisher “Na- 
tion’s Business,” Washington: R. S. But- 
ler, vice-president and manager of Gen- 
eral Foods, New York, and John Rath, 
president Rath Packing Company, Wa- 
terloo, Ia. 

H. S. Falk of Milwaukee, a member 
of the board of trustees, was elected a 
member of the finance committee. 


Half Year Figures Given 


Figures submitted at the _ trustees’ 


; meeting showed that new business for 


the first six months was $93,321,837, a 
decrease of some 30 percent from the 
same period of 1932, and insurance in 
force June 30 was $3,905,599,222, a de- 
crease of less than 4 percent from the 
total a year ago. 

Gross assets June 30 were $1,013,013,- 
702, an increase of approximately 2 per- 
These assets 


cent for the fiscal year. 
consist mainly of: Mortgage loans 
on real estate as follows: Farm loans, 


$198,000,000, or 19.59 percent; city loans, 
$188,000,000, or 18.59 percent; bonds— 
U. S. government, state, county and 
municipal, Canadian government, rail- 
road, and public utility—$294,000,000 or 
29.1 percent, which includes over $33,- 
000,000 U. S. government bonds; real 
estate, including home office property, 
$27,000,000 or 2.75 percent; policy ioans, 
(CONTINUED ON PAGE 18) 





discovered. For example, it was found 
not to be practical simply to broadcast 
the new system to the agency managers. 
It needed personal contact, so specially 
trained men are now sent out from the 
home office. These men explain the 
system in detail to the manager and 
assistant manager, and remain about two 
weeks in each agency they visit, helping 
with the preliminary training of the 
agents. There has been no attempt to 
put the system in all agencies at once, 
the aim being to make sure the method 
as taught will be used effectually. It is 
now used in 190 out of 900 districts. 


Object of the Plan 


Mr. Fisher disclaims anything radically 
new about the method. It represents 
rather, the best efforts of executives 
with a broad background of field experi- 
ence to organize a sales talk and method 
which will be the best for the specific 
purpose for which it is designed and 
which may be presented in a minimum 
amount of time. For example, it was 
found that half of the sales talk 
originally assembled could be cut out, 
leaving a more effective and compelling 
story. 

It is now arranged so that an agent 
can present his talk and make a sale 
within 15 minutes. The effectiveness of 
the new canvass is well shown by the 
fact that out of 30,000 interviews by 
agents with new families, sales resulted 
in one-third of them. 


as 





Named Agency Director 
of Northwestern Mutual 

















GRANT L. HILL 


Grant L. Hill, who has been produc- 
tion manager of the C. L. McMil’en 
agency of the Northwestern Mutual Life 
in New York City, has been elected di- 





rector of agencies of that company to 
succeed the late C. H. Parsons. 


Code for Clerical 
Help is Pondered 


Insurance People Confer on 
White Collar 
Requirements 


PROBLEMS ARE INVOLVED 


Most Companies Employ Apprentice 


Help at Less Than Minimum 


Wage Prescribed 


NEW YORK, July 27.—Now that 
insurance offices are faced with the ne 
cessity of complying with a code for 
salaried employes, certain complications 
have developed which are causing in- 
surance people more trouble than they 
this When 


out would 


anticipated in connection. 


word first got that a code 
be promulgated for white collar work- 
ers, the assumption in insurance circles 
was that existing working conditions in 
the business would be far in excess of 
the minimum requirements of the code, 
which are a 40-hour week and a $15 
minimum wage in cities over 500,000; 
$14.50 tn cities 250,000-500,000; $14 in 
cities 2,500-250,000. 

Ne Tewns 


Minimum in Small 


In towns of less than 2,500 no mini- 
mum wage is set, but all salaries under 
#12 are to be increased to that amount 
except where to do would require 
an increase of more than 20 percent. 

The code does not prohibit employ- 
ers from raising all present salaries 
under $10 to the proposed level of $12 


so 


but it does not make this mandatory 
in cases of salaries that are now less 
than $10. 

The code provides for a maximum 


working week of 40 hours but concerns 
operating more than 40 hours prior to 


July 1 are to continue to operate at 
former hours, with a minimum of 52 
hours set for concerns operating that 


long or longer heretofore, the require- 
ment being that either additional em- 
ployment be provided or hours of em- 
ploves staggered. 


Many Apprentice Employes 
However, many insurance offices 
now find that their existing schedule 
calls for more than 40 hours a week 


and that there are a good many em- 
ployes getting less than $15 a week. 
Most companies have a certain num- 
ber of employes getting $10 or $12 a 


week, many of them boys and girls 
serving somewhat as apprentices. \ 
good many companies take boys and 
girls just after they have finished 


school, making more or less of an in- 
vestment in them. These young peo- 
ple know nothing about the business 
and are not very useful at first. The 
companies feel that this class of help 
would be overpaid at $15 a week and 
under that scale discrimination would 
(CONTINUED ON PAGE 18) 
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Illinois Life Reinsurance 


by Central Life Approved 





ORDER IS SIGNED BY COURT 
Only Slight Changes Made in Contract 
Which Was Submitted by Com- 
mittee of Three Lawyers 





The contract of the Central Life of 
Iowa to reinsure the Illinois Life has 
now been signed by Federal Judge Wil- 
kerson of Chicago. Only slight changes 
were made in the provisions recom- 
mended by a committee of three law- 
yers, which was appointed by the court 
following the withdrawal of the James 
S. Kemper bid. Judge Wilkerson ap- 
parently gy aside the objections to 
the Central Life deal, which had been 
filed. Evidently he came to the conclu- 
sion that final and immediate disposi- 
tion of the case was urgent and that 
further bickering on the part of those 
without resources for handling the Illi- 
nois Life would be futile. 

One of the provisions inserted by 
Judge Wilke:son is that policyholders 
who have paid their premiums before 
July 15 of this year will not be required 
to submit evidence of insurability to 
have their policies reinstated. 


President Ayres’ Statement 


President G. N. Ayres of the Central 
Life issued a statement in answer to one 
of the objectors who criticised the com- 
pany because of its mortgage loan in- 
vestments. Mr. Ayres stated that de- 
faults on some of the mortgages grew 
out of a policy of leniency to farmers, 
so that they could take advantage of 
higher prices. 

The bond default percentage of the 
Central Life, he stated, is not out of line 
with the holdings of other western com- 
panies. Reports on the company made 
by the commissioners of Iowa, Minne- 
sota and Nebraska show the Central 


Life to be conservative and in good 
condition, he said. 
The objectors claimed that out of 


$17,198,000 in mortgages held by the 
Central Life, $4,700,000 were in default 
and that $775,000 of $7,932,000 in bonds 
were in default. 

Increase of the personnel of the home 
office of Central Life by 50 persons has 
been made necessary by reason of rein- 
surance of the business of the Illinois 
Life Insurance Company, Mr. Ayres an- 
nounced. 


Advertising Display Arranged 

Fifty life companies have made their 
plans for displaying their 1932-33 sales 
promotional and advertising material at 
the Insurance Advertising Conference 
at the Edgewater Beach Hotel in Chi- 
cago, Sept. 25-27, according to J. A. 
Young, Monarch Life, chairman life 
group committee on exhibits. 

A group of prominent men in the ad- 
vertising field will judge the exhibits 
in Springfield, Mass., before they are 
displayed in Chicago. The exhibits win- 
ning first, second and third awards will 
be displayed at the Life Agency Officers 
meeting following the Advertising Con- 
ference 





M. L. Brown Made Head 


of Executive Committee 





Secretary Jess G. Read of the 
National Convention of Insurance 
Commissioners has announced the 
election of Commissioner Merton 
L. Brown of Massachusetts as 
chairman of the executive commit- 
tee. Mr. Brown succeeds J. B. 
Thompson, former commissioner 
of Missouri, who has retired. 

















Open Northwestern Mutual Meet 








M. J. CLEARY 





POINDEXTER 


Cc. H. 


President M. J. Cleary opened the Northwestern Mutual Life’s annual 
Agents Association meeting in Milwaukee this week, with C. H. Poindexter, 
St. Louis — agent and president of the Agents Association, responding. 











Emergency Sonu of N. Y. 
Department to Be Tested 





In order to get a judicial determina- 
tion of the emergency powers granted 
the insurance department by the New 
York legislature, Superintendent Van 
Schaick has intervened in an appeal 
taken to the appellate division by the 
Bond & Mortgage Guarantee Co. from 
the judgment of Supreme Court Justice 
Strong awarding $10,000 in favor of 
C. A. Tibbetts, owner of a guaranteed 
mortgage certificate issued by the com- 
pany. 

Tibbetts’ certificate became due last 
December, but he never received the 
money. Under his emergency powers, 
Mr. Van Schaick promulgated rules 
which permitted title and mortgage com- 
panies to refrain from paying on cer- 
tificates which became due. 

Mr. Van Schaick issued a statement 
that the emergency powers were exer- 
cised in the field of mortgage guarantee 
companies in the hope that there could 
be worked out plans for rehabilitation 
that would protect the public as far as 
possible. 

“Misunderstanding as to the scope and 

the intendment and use of the emer- 
gency powers should be cleared up on 
the appeal,” Mr. Van Schaick stated. 
“It is for this purpose only that the 
department will intervene.” 
Judge Strong held that the emergency 
powers do not give the insurance super- 
intendent authority to make rules gov- 
erning then existing mortgages issued 
by a mortgage guarantee company. He 
expressed the belief that the emergency 
rules were designed to give the mort- 
gage guarantee companies a chance to 
go into bankruptcy so they wouldn't 
have to pay anybody. 


Dawson After Twisters 


PIERRE, S. D., July 27—Commis- 
sioner Dawson has sent out a circular 
letter in regard to “twisting.” He calls 
attention to the fact that it is prohibited 
by statute in this state, and states that 
proper showing of any such action by 
an agent in this state will result in can- 
cellation of his license. 

He asks any policyholder who is ap- 
proached with a request or intimation 
for such a change to write the depart- 
ment before taking any such step. On 
such inquiry they will be given unbiased 
advice as to the merits of the policies 





affected. 





Strong Official Slate for 
Ad Conference Is Nominated 


Henry H. Putnam, advertising man- 
ager John Hancock Mutual Life, who 
was nominated for president of the In- 
surance Advertising Conference last 
week, was at one time secretary of the 
National Association of Insurance 
Agents and was the founder of the 
“Journal of Insurance Economics,” now 
the “Eastern Underwriter.” 

A. H. Reddall who was nominated for 
treasurer, has been connected with the 
Equitable Life of New York during his 
entire career, specializing in advertising 
and publicity. He is editor of the com- 
pany’s house organ, “Agency Items.” 

The nominating committee included 
E. S. Ennis, America Fore; H. A. War- 
ner, Maryland Casualty; J. E. D. Bene- 
dict, Metropolitan Life, and Mr. Red- 
dall, Equitable, chairman. Nominations 
for vice-president and secretary will be 
made later. 

K. H. Mathus of the Connecticut Mu- 
tual, leader in the secession movement 
in the Insurance Advertising Confer- 
ence, states that immediately after the 
fall meeting of the life group confer- 
ence in Chicago, the International Life 
Advertisers Association will be formed 
by the 73 members of the I. A. C., who 
have announced their intention to with- 
draw. 








Brigadier Wins Northwestern Cup 


MILWAUKEE, July 27—B. A. 
Brigadier, New Hampton, Ia., district 
agent under J. C. Garland, with 8.408 
out of a possible 10 points, won the dis- 
trict agents’ cup of the Northwestern 
Mutual Life, awarded at the annual 
meeting of the Association of Agents 
here this week. Mr. Brigadier produced 
39.40 percent of his district’s total, his 
district ranking second in per capita, 
second in percent of insured to insur- 
able population, first in the largest ratio 
of soliciting agents producing $10,000 
and over to insurable population of the 
territory and second in the ratio of new 
producing agents to the insurable popu- 
lation in his territory. He was 12th in 
the percent of increase in his agency. 

The three next ranking district agents 
are G. D. Palmer, Yorkville, Ill, under 
the B. J. Strumm general agency, with 
7.783 points out of a possible 10; R. D. 
Buss, Centerville, Ia., J. H. Copeland 
general agency, with 4.127 points, and 
C. N. Von Fossen, Macomb, Ill, R. O. 





N. Y. City Men in Special 


Meeting Endorse Riehl | 


VOTE TAKEN BY COMPANIEs 





Home Association Memorializes Aj. 
visory Nominating Committee of 
National Association 





NEW YORK, July 27.—A resolution 
recommending T. M. Riehle to the Na. 
tional association’s advisory nominating 
committee for the office of president 
and instructing the New York delegate 
to cast his vote for Mr. Riehle at the 
Chicago convention was adopted by a 
unanimous vote at a special meeting of 
the New York City Life Underwriters 
Association. About 700 members at- 
tended the meeting. 

The first ballot resulted in a majority 
of more than 2 to 1 in favor of the 
resolution and a motion to make the 
vote unanimous went through with no 
opposition. 

On petition of representatives of a 
number of companies, the vote was 
taken by companies rather than by in- 
dividual members, this procedure being 
compulsory under the association’s con- 
stitution when such a request is made 
by representatives of five or more com- 
panies and a minimum of ten companies 
are represented at the meeting. There 
were 32 companies represented at the 
gathering last week. 


Eubank Explains Course 


In stating their reasons for request- 
ing a company vote, G. A. Eubank, 
spokesman for the petitioning group, 
stated that Mr. Riehle’s supporters 
wanted to eliminate any possibility of 
suspicion that either side might have 
“packed” the meeting. 

As representatives of each company 
voted as a unit, each group casting one 
vote, the largest group had no more 
voting power than the smallest. Thus, 
the I-quitable Life of New York, with 
its many New York City agents and its 
possible interest in the candidacy of Mr 
Riehle as a_ fellow-member of the 
Equitable’s field force, had no more 
weight in the voting than the agents 
of a company with one or two represen- 
tatives present. 

The proposal to act on the resolution 
backing Mr. Riehle was presented by 
Harry Gardiner, general agent John 
Hancock Mutual Life, and seconded by 
F, W. Pennell, general agent State Mu- 
tual Life. 


Meaning of Company Vote 


The company vote provided for in 
the constitution is not designed to 
bring out the various companies’ atti- 
tude toward a subject under discussion 
but is merely a method whereby mem- 
bers of the association who are affili- 
ated with a certain company vote as 
a unit, and the result is decided by the 
score of these unit votes. The vote 
of each group is unanimously for or 
against a proposal or divided frac- 
tionally according to the result of each 
group’s caucus. 

Stating that the meeting had been 
called “to settle a difference of opinion 
between groups of friends,” Mr. Pen- 
nell made a plea for harmony in the 
association no matter what the out- 
come of the balloting might be. 

“It seems to me that never in the 
history of this country have our trade 
associations had the place in the sun 
they occupy today,” Mr. Pennell said. 
“Instead of social and commercial as- 
semblies they have become adjuncts of 
government, our own association not 
excepted. I hope, therefore, with all 
my heart that nothing will happen at 
this meeting today which will in any 








way disturb the uniformity of our 
marching ranks.” 

Becker general agency, with 3.876 
points. 
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Iuly 28, 1933 


Northwestern Men 
Meet at Milwaukee 


Cleary and Poindexter Open An- 
nual Meeting of Agents 
Association 


GROUP SESSIONS HELD 


National Advertising Campaign Is Rec- 
ommended—Hughes Awards Honors 
to Outstanding Producers 


MILWAUKEE, July 27.—The annual 
of the Agents 
Northwestern Life 
this unusual 
sections of 
Poindexter, 


Association of 
Mutual 
with 
number of all 
country H. 
Louis, president of the association, 


meeting 
of the was 


held here week an 


agents from 
the present. C, 
ot. 
was in the chair and introduced Presi- 
dent M. J. Cleary, who reviewed recent 
events in the life field. 

In responding to Mr. Cleary’s wel- 
come, President Poindexter said he be- 
lieved this to be an opportune time to 
again consider seriously a national ad- 
vertising campaign. He suggested that 
any plan entered into should be a co- 
operative one, developed and financed 
jointly by all the agents and the com- 
pany. 

J. J. Hughes, assistant director of 
agencies, presented prizes to agents. Dr. 
C. E. Albright, Milwaukee, with a rec- 
ord of $1,791,500 in paid for business 
during the past agents’ year, was 
awarded special honor AA for writing 
the greatest volume. H. G. Fricke of 
Omaha, with 178% lives credited, re- 
ceived the special XX honor and with 
it the cup and presidency of the Mara- 
thon Club, composed this year of 10 
more agents who qualified by writing 
100 or more lives. B. A. Brigadier of 
New Hampton, Ia., received the district 
agents’ cup and Langford & Fahey, St. 
Paul, were awarded the general agents’ 
cup 

rhe Special & Soliciting Agents As 
sociation held a luncheon followed by 
a meeting with E. H. Gould, Omaha, 
president, presiding. J. T. Gallagher, 
superintendent of claims, talked on “Hu- 
man Interest in Settlements.” 

Problems of Agents Discussed 


Problems of special and _ soliciting 
agents were discussed, the meeting con- 
cluding with the election of officers as 
follows: C. B. H. Loventhal, Nashville, 
president; F. R. Olsen, Minneapolis, and 
C. S. Beck, Toledo, vice-president; C. 
E. Smith, Chicago, secretary-treasurer; 
Ferdinand Bartlett, Milwaukee: N. H. 
Burgheim, St. Louis; A. J. Johannsen, 
Chicago; A. F. Breher, St. Paul; and 
I. H. Harris, Newark, directors. 

The District Agents Association also 
met with Emery Mangold, Wausau, 
Wis., presiding. W. R. Chapman, as- 
sistant director of agencies, talked on 
“The American Assets vs. the American 
\shcan.” Other speakers were E. J. 
Kersting, Clarksburg, W. Va. on 
“Maintaining Leadership in Personal 
Production”; F. C. Repass, Waterloo, 
la , on “Coordinating Sales and Serv- 
ce"; R. B. Kiningham, Danville, IIL. 
on “Meetings as an Aid to Increased 
Business,” and S. L. Youngquist, Knox- 
ville, Ill, on “Stimulating Agents 
Through Joint Work.” 

Agency Supervisors Meet 


_ Agency supervisors held a luncheon 
followed by a business meeting with A. 
N. Smith, Cleveland, as chairman. 
‘Time Control” was discussed by Cal- 
vin Pontius, Minneapolis, and A. J. 
Johannsen, Chicago. Field training, 
(CONTINUED ON PAGE 17) 





Foreclosures by Insurance 


Companies May Increase 


SOME CAN NOW AFFORD TO ACT 


Improved Stock and Bond Prices Give 
Leeway for Converting Mort- 
gages into Real Estate 


NEW YORK, July 27—Some insur- 
ance investment people express the be- 
lief that the period of real estate fore- 
closures has not yet really begun in 
earnest. So far as insurance companies 
are concerned, there has been a reluc- 
tance to foreclose, among other reasons, 
because to do so would mean a reduc- 
tion in the value of assets for statement 
purposes. That is, a mortgage might 
be carried for its face amount, but if 
this asset should be converted into real 
estate, it might be necessary to carry 
the item at a lower figure. When bond 
and stock holdings and other invest- 
ments were at such a low ebb, the com- 
panies could not afford to apply much 
pressure on their mortgage investments. 
Furthermore, real estate buyers were 
scarce and the companies knew that if 
they took the property over, they would 
have difficulty in disposing of it except 
at a great sacrifice and then with a lib- 


eral purchase contract. 
Picture Has Changed 
Now, however, the picture has 
changed somewhat. Sond and stock 


values have increased and some of the 
companies which have been trading 
have made some good profits and have 
increased their cash position. There- 
fore, they are in a position to handle 
their mortgage investments a little more 
boldly. Some of these companies have 
started to foreclose on more properties 
in the last few weeks. This true of 
(CONTINUED ON PAGE 16) 
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June Sales Upturn Shown 
in All Parts of Country 








HARTFORD, July 27.—Ordinary life 


sales for the first six months were 79 
percent of the volume for the same pe- 
riod of 1932, according to the Sales 
Research Bureau. The New England 
states and the four states of the east 
south central section showed the best 
experience, sales being 86 percent of 
those of last year. The west central 
section also showed better experience 


than the country average. 

The June figures indicate an improve- 
ment in sales conditions. In the coun- 
try as a whole, the volume of new in- 
surance was 88 percent of that of last 
June. In every section the monthly 
ratio showed a better experience than 
the figure for the six months which in- 
dicates an wpward trend. The east south 
central states showed a gain of 5 per- 
cent in June compared to June, 1932. 
The New England states paid for a vol- 
ume of new insurance 98 percent of last 
June’s total. Both Massachusetts and 
Rhode Island showed increased sales. 

The figures below show a comparison 
of sales during the past month to those 
of June, 1932, and also a comparison of 
the six months’ volume. A decided up- 
ward trend is indicated in every section. 

Ist 6 Mos. 1933 June, 1933 
Comp, to Comp. to 


Ist 6 Mos. 1932 June, 1932 
United States Total... 79% 88% 
New England oeaae ae 98 
Middle Atlantic <a 85 
East North Central 78 x9 
West North Central 81 Si 
South Atlantic cs 88 
East South Central 86 105 
West South Central... 83 89 
Mountain 73 81 
Pacific . 6 82 

Cities 
Chicago 90 x2 
Cleveland .110 78 
Detroit .105 73 
Los Angeles 86 79 
New York &3 74 
Philadelphia 85 76 
St. Louis 102 ge 








most of us dumb, 
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“Sign Language” 


Frank H. Davis, this Company’s Vice Presi- 
dent in charge of Agencies, is saying substan- 
tially this in his monthly message to our Field, 
published in The Penn Mutual News Letter: 


The 57 varieties of economic language that 
are flying around the country nowadays leave 
but the 
mounting flock of plus signs show that life un- 
derwriters have reacquired their skill in the use 


Yesterday is a canceled check. 
may overdraw our account. 
what we must trade with, 
yesterday's depression is passing. 
anticipate an overdraft on a possible disappoint- 
Our daily balance for the last two 
months has sufficed to reverse the production 
That balance we still have. 
age, industry are the ever-present ingredients of 
Let us mix them, use them, and day 
by day grasp our daily profit. 


THE PENN MUTUAL LIFE INSURANCE CO, 


WM. A. LAW, President 


last two months’ 


‘Tomorrow we 
Today’s balance is 
Let us believe that 
Let us not 


Faith, cour- 


Philadelphia 
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Announce Speakers 
_ for Managers Day 


Many Notables on Program for 
Session at National Associa- 
tion Meeting 


M. A. LINTON HEADLINER 


Ralph M. Hamburger of Northwestern 
Mutual on Program Sept 26—Cur- 
tis Publishing Official to Speak 

NEW YORK, July 


the general agents and 


Oi 


—Speakers at 
managers ses- 
sion, Sept. 26, of the National Associa- 
Life 
will be M. A. Linton, president Provi- 
Mutual M. Ham- 
burger, general agent in Minnesota for 
the Mutual Life, 
Fred Healy, advertising director, Cur 


tion of Underwriters convention 


dent Life; Ralph 


Northwestern and 


tis Publishing Company. 

Julian S. Myrick, manager in New 
York of the Mutual Life of New York, 
chairman of the committee in charge of 
the session, will preside. Mr. Linton’s 
subject will be “The Future of Agency 
Management from a Home Office Point 
of View.” Mr. Hamburger will talk on 
“The General Agent's Job in the Next 
Few Years as I See It.” Connected with 
the Northwestern Mutual since 1908, he 
was made sole general agent in Minne- 
apolis in 1931 and now has more than 
100 agents under contract. He has been 
very active in association work 

“Modern Merchandising With a Life 
Insurance Application” will be Mr 
Healy's subject. Mr. Healy is a leader 
in the merchandising field and a force- 
ful speaker. 

The afternoon will consist of 
ten round table meetings, each under 
the leadership of a prominent general 





session 


agent who will address the gathering 
and lead the discussion of the subject, 
which will be different for cach meet- 


ing. Further details of this meeting will 
be announced soon. 


New Rules in Ohio 


The Ohio department has _ issued 
emergency life insurance regulations 
identical with those recommended by the 


National Convention of Insurance Com- 
missioners, with the additional provi 
sion that no dividends shall be paid to 
stockholders while restrictions on cash 
surrenders and loans are in effect, ex- 
cept and until in each individual case 
the express approval of the division of 
insurance is obtained in advance 


Washingten-Oregen Joint Mesting 


Members of the Washington and Ore 
gon agencies of the Massachusetts Mu 
tual Life held a joint meeting last week 
at Chehalis. Philip Englehart, who was 
appointed Oregon general agent Jan. 1 
of this year with headquarters at Port 
land, was formerly a leading producer 
lin the Washington agency. Arthur H 
| Challiss of Seattle is at the head of the 
Washington agency. 


Death of Charles E. Randall 


SPRINGFIELD, ILL., July 27.—C. 
E. Randall, superintendent of agents of 
the Franklin Life, died here Wednes- 
day morning. He was in the office all 
day Monday. The immediate cause of 


his death was uremic poisoning. He 
was 46 years old. He went with the 
company in 1924 as an agent. In 1925 


he was assigned to Chicago as general 
agent and in 1928 was advanced to sup- 
erintendent of agents. 
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Selling Retirement 
Income 
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As a result of the lessons taught by the past few crit- 
ical years, an increasing number of people are now de- 
termined to follow a more conservative program to 
attain financial independence. Many of them will 
quite naturally turn to the well-managed life insurance 
companies. 
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Through life insurance, men and women not only can 
protect their dependents against financial loss in the 
event of premature death, but they can also build up a 
cash reserve for themselves for emergency needs dur- 
ing the middle years of life and provide funds which 
will assure a steady, guaranteed retirement income for 
old age. More and more, people are recognizing the 
unique advantages of life insurance from an investment 
viewpoint. 
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The New York Life Agent is in an exceptionally strong 
position to be of service to such individuals. He rep- 
resents a Company whose financial strength is unques- 
tioned. Option Three of the New York Life policy 
contract provides a retirement income on all policies 
which mature as endowments, or are surrendered for 
cash. The Agent has a wide choice of new as well as 
old insurance contracts to fit the particular needs of his 
clientele for retirement income; also single premium 
and annual premium, and immediate and deferred an- 
nuities. 
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51 MADISON AVENUE 
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Iowa Commissioner Cited 
Before Executive Council 


COMPLAINT BY CAPT. BAKER 





E. W. Clark Is Charged with Irregular 
Conduct in Events Leading to 
Royal Union Receivership 





DES MOINES, July 27.—E. W. 
Clark, Iowa insurance commissioner, 
has been cited to appear July 31 before 
the state executive council to offer in- 
formation he may have in connection 
with ofhcial examinations, pend:ng or 
concluded, into the affairs of the Royal 
Union Life of Des Moines, now in re- 
ceivership. 

The hearing was ordered on the com- 
plaint of Capt. W. R. Baker, Kansas 
City, former Kansas insurance commis- 
sioner, who is attorney for H. A. Gross, 
Los Angeles, a d‘rector of the company. 
Capt. Baker alleged “irregular conduct” 
on the part of the commissioner in con- 
nection with events leading up to the 
receivership. 


Gross Sought Receivership 


Gross is plaintiff in an action which 
resulted in the receivership less than 
two months ago. In the initial hear:ng 
for appointment of receiver L. A. An- 
drew, former state banking superintend- 
ent, was named receiver, but in a subse- 
quent proceeding the court appointed 
Clark as co-receiver, after his appoint- 
ment had been urged by several cross- 
petitioners and intervenors. 

Mr. Clark is expected to answer the 
complaint filed with the state execut:ve 
council. The principal charge is that 
he was aware of “insolvency of the com- 
pany in excess of $1,500,000 on Dec. 31, 
1932, and that he failed to report such 
conditiun to the attorney general so that 
receivership action could have been ini- 
tiated by the attorney general in accord- 
ance with state law.” As a matter of 
fact, the action was brought by a direc- 
tor and stockholder in the federal court, 
which declined to be bound by the state 
law which provides that the liquidating 
officer of an insurance company must be 
the insurance commissioner. The court 
held in that case that he could exercise 
his own discretion in the matter of ap- 
pointing receivers. Later, however, the 
court conciliated and named Clark as 
co-receiver, but with Receiver Andrew 
directly responsible to the court. 


Two Reports Involved 


The commissioner will be questioned 
by the executive council on the circum- 
stances surrounding two reports on the 
condition of the Royal Union, made be- 
tween June, 1932, and March, 1933. One 
report, by Iowa examiners, showed a 
surplus of $500,000. Another, conducted 
by examiners of the insurance depart- 
ments of five states jointly, reported 
the company insolvent to the extent of 
more than $1,500.000, according to the 
claims made by Baker. 

The purpose of these reports, alreadv 
explained to the federal court by Clark 
during the receivership hearing, was to 
show the condition of the company “as 
a going concern” and as a possible can- 
didate for liquidation, if the facts so 
warranted. A question of a pending 
loan from the Reconstruction Finance 
Corporation was involved in one of the 
reports made public. The other report 
was confidential for use of the state de- 
partments involved in the examination, 
namely, Iowa, Missouri, Nebraska, 
Minnesota and Kansas, and bore date 


of Feb. 8, 1933. The other was dated 
Feb. 13, 1933. The insurance commis- 
sioner claims the 5-state examination 


never was Officially filed with the Iowa 
department. 

Citation to Clark to appear before the 
state executive council was coupled with 
a citation to appear with information 
and records regarding the merger in 
December, 1931, of the Modern Broth- 
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Small Percent of Assets i 


in Foreclosed Mortgage | . 





LITTLE ROCK, ARK., July 27~ 
Speaking on “Is Life Insurance Sound? 
S. T. Whatley, vice-president Aetn 
Life, gave a reassuring message to jt; 
Arkansas and Louisiana agency staff x 
a sales meeting here, under supervisio, 
of the Gordon H. Campbell gener, 
agency. 

Although farm 
8.5 percent of life insurance assets, M; 
Whatley said: “Foreclosed farm mort. 
gages equal only 1.3 percent of the total 
assets. City mortgages equal 27.5 per. 
cent of the total assets and farm ané 
city real estate foreclosures combine 
equal only 2.3 percent of the total as. 
sets. 


Comments on R. F. C. 


“The Reconstruction Finance Cor. 
poration has authorized only $47,000,0m 
in loans to life insurance companies 
This represents less than 2 percent oj 
loans made to other industries and les 


Loans 


‘than .2 percent of the total assets of 





' 





life companies. Not one of the ten larg. 
est life companies has borrowed from 
the Reconstruction Finance Corporation, 
banks or any other sources and these 
ten companies hold 69 percent of the 
total assets of all companies.” 

F. L. LeLaurin, associate general 
agent, New Orleans, and T. W. Teekell 
associate general agent at Shreveport 
were in Little Rock for the conference 

On his present trip, on which Mil- 
waukee will be next visited, Mr. Whit 
ney is accompanied by R. B. Coolidge 
assistant agency supervisor, and N. M 
DeNezzo, chief of conservation. 

Mr. Whatley and his party attended a 
meeting in St. Louis with about 4 
agents, including a number from var- 
ious parts of eastern Missouri attend- 
ing. Mr. Whatley is also attending an 
agency meeting at Indianapolis _ this 
week, 








erhood of America, Cedar Rapids, with 
the Independent Order of Foresters, 
Toronto, a combination which the com- 
missioner approved. This, however, 
was independent of the Royal Union 
controversy. 


Counter-statements Issued 


Recently Governor Herring issued 2 
statement in which he claimed an 
agreement had been entered into be- 
tween the merger interests and the C. 
R. Parks Service Co. of Chicago by 
which $750,000 was to be paid by the 
Foresters in exchange for $37,000,000 o! 
reinsurance business. His _ statement 
named various directors as having re- 
ceived large amounts. 

The statement of the governor pro- 
duced a reply from Albert Haas, sw- 
preme president of the Modern Brother- 
hood, to the effect that no payments, 
other than commission and expenses, had 
been paid in connection with the merger. 


BAKER NOT INTERESTED 


It develops that W. R. Baker of Kan- 
sas City, Kan., former insurance com- 
missioner of that state, has no plan in 
mind for organizing a new life com- 
pany to take over the Royal Union Life 
and Bank Savings Life of Topeka. Such 
a plan, in the minds of most people, 
seems more or less chimerical. Captain 
Baker appeared for the original pet- 
tioner, who filed the bill for receiver 0! 
the Royal Union Life. 


George M. Brown Promoted 


Geo. M. Brown, who has been with 
the Great Southern Life several years, 
has recently been promoted to cashier 
of its Oklahoma City office. He was 
formerly connected with the now liqui- 
dated American Southern Life of Lake 
Charles, La., as cashier. He will be i 
charge of the collections for all Okla- 
homa. 
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ee Strength of Life 
Insurance Shown by Chapman 





APT COMPARISONS PRESENTED 


Fraud Losses Exceed Life Premiums— 
Loss to Policyholders Only Small 
Fraction of Reserves 


MILWAUKEE, July 27.—The finan- 
cial strength of life insurance was 
brought out by W. R. Chapman, as- 
sistant director of agencies Northwest- 
ern Mutual Life, in his talk on “The 
American Assets vs. The American 
Ashcan” at his company’s District 
Agents Association meeting here. 

Billions of dollars are being lost an- 
nually through fraud, business failure, 
bank failures, accidents and fires, which 
if saved in a few years’ time could wipe 
out the national debt, said Mr. Chapman. 
Fraud losses of $3,850,000,000, he said, 
are more than the $3,750,000,000 of an- 
nual life insurance premiums and the 
$3,268,000,000 depression years’ increase 
in assets of American life companies. 


Compared With Depreciation 


“During the past three years equity 
securities, stocks, have undergone a de- 
preciation in dollar valuation of about 
$125,000,000,000,” Mr. Chapman said. 
“This averages $1,000 for every person 
in the United States and equals 30 per- 
cent of the wealth ascribed to the na- 
tion in 1929. Add to that figure the 
bond depreciation for the same period, 
and the total approaches $160,000,000,- 
000. 

“Now, let's set that off, by way of 
comparison, with life insurance: Depre- 
ciated stocks and bonds, $160,000,000,- 
000; face value of life insurance, non- 
shrinkable, $108,000,000,000, kept in 
force by payment of less than $4,000,- 
000,000 annually. In other words, stock 





| 


and bond depreciation is one and one- 
half times the life insurance coverage, 
maintained through the payment of only 
3 percent of the amount involved. 

“The great American assets, to get 
away from the ‘ashcans,’ are the $21,- 
000,000,000 in American life insurance 
companies’ portfolios. The present is a 
marvelous time to examine the solvency 
of life insurance companies not only 
through the depression but also during 
the past quarter of a century, something 
that should inspire public confidence. 
Measured by annual production, volume 
in force, admitted assets or net resources, 
the period from Jan. 1, 1910, to Dec. 31, 
1932, shows growth between six and 
seven times as large as at the beginning. 
This growth took place through a pe- 
riod embracing three major depressions, 
the world war, and one serious epidemic. 
During that period 337 life insurance 
companies retired from business. Only 
18 companies exposed their policyhold- 
ers to possible loss, but they had only 
4 percent of all the ordinary insurance 
in force at the beginning of the period 
plus that written to the end of 1932. The 
average annual loss to policyholders 
during the past 23 years did not exceed 
29 cents for every $1,000 of net reserve. 

“If we take just the depression period, 
the average annual losses from com- 
panies failing during those years will 
not exceed 91 cents on every $1,000 of 
average net reserve held by all com- 
panies—99.9 percent safe is what such 
records mean,” Mr. Chapman empha- 
sized. 


H. V. Chapman Dies 


H. V. Chapman, 
ager of the Ohio Farmers, died 
denly last week at the age of about 
35. Funeral services were held Sun- 
day afternoon in LeRoy, O., where the 
home office of the Ohio Farmers is 
located. He was well known in in- 
surance advertising circles and had an 
engaging personality. 


advertising man- 


sud- 











Agents Should Not Stress 
Cash Values, Says Mortensen 





MORATORIUM IS DISCUSSED 





Wisconsin Commissioner Expects Regu- 
lations to Continue Until Decem- 
ber—Due to General Business 


MADISON, WIS., July 27.—Agents 
should not stress cash or loan values 
in selling life insurance but should em- 
phasize the primary purpose, Commis- 
sioner Mortensen of Wisconsin declared 
in a talk at a meeting of Business Men's 
Assurance agents here. 

“The moratorium,” he said, “has been 
laid at the doors of the insurance com- 
missioners by the companies, but it ema- 
nated from the companies themselves. 
They requested action for conservation 
of the life insurance structure. We lent 
support to it because we believed it 
advisable. 

“Prior to that executives of life insur- 
ance companies had taken the position 
that life insurance was well nigh im- 
pregnable. Life insurance companies 
were probably the last fortress being af- 
fected, but they were absolutely not on 
such a high plane that it was impos- 
sible for them to go through stress for 
a long time and not be affected. After 
all life insurance companies are simply 
institutions formed on business prem- 
Life insurance companies had no 





ises. 


investment funds they could place in 
better investments than were available 
to other concerns. 


“I believe in facing the facts. There 
is no use in getting behind them. We 
are all united in a business venture that 


ramifies the business structure of the 
entire nation, and we must recognize 
| this. 


“Every day we receive queries from 
agents both by telephone and mail ask- 
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Montpelier. 


Insurance. 





Out of this near-by hole in Barre, Vermont, was dug 
the Rock of Ages granite of the Home Office build- 
ing of the National Life Insurance Company of 


Out of the hole of the 1929-32 depression has been 
dug experience enough to erect an everlasting 
monument to the value and the strength of Life 
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ing when the moratorium will end, In 
all probability the insurance moratorium 
will continue in force until after the na- 
tional meeting of insurance commission- 
ers early in December. If conditions 
improve as they have in the last 60 days 
it would seem that there is no necessity 
of continuing the moratorium beyond 
the first of the year.” , 

After explaining the feature of Wis- 
consin’s moratorium which provides for 
a 30-day additional grace period, and 
which provides that companies under 
the moratorium must give Wisconsin 
policyholders as many privileges as they 
give policyholders in other states, Com 
missioner Mortensen said that some 
companies are very liberal in interpret 
ing the policy loan provisions under the 
moratorium which allows payment of 
loans in cases of necessity 

“*Have companies suffered from the 
moratorium?’ is another question being 
asked. My personal opinion, speaking 
unofficially, is that life insurance compa- 
nies will feel this for some time, and 
the longer it remains in force the more 
they will feel it. And if companies, 
through their representatives stress cash 
surrender values of life insurance in 
their selling, they will probably feel 
this even more.” 


Refuses Commissioner Post 


LOS ANGELES, July R. M 
Clarke, former superior judge of Ven 
tura county and for many years promi- 
nent in political and legal circles here, 
who was appointed California commis- 
sioner by Governor Rolph, telegraphed 
his refusal to accept the place to both 
the senate and governor. He had al- 
ready been confirmed by the senate. 

If Governor Rolph fails to submit 
another name before the legislature ad- 
journs this week, Commissioner E. F. 


9° 
~i 


Mitchell will automatically remain in 
office for another two years. Commis- 
sioner Mitchell is a holdover from a 


previous administration 


ieieeal 
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F armers Told ne 
Policy Under the 1933 Act 


MESSAGE WARNS BORROWERS 





Insurer Aisks Mortgagors Not to Ex- 
pect Scaling Down of Indebted- 
ness or of Interest Rate 


One of the large life insurance com- 
panies has addressed a communication 
to all farmers who have borrowed 
from that company, in relation to the 
emergency farm mortgage act of 1933. 
This act, the company states, was de- 
vised primarily for the relief of mort- 
gagors, particularly of owner-operators 
of farms whose homes are on the mort- 
gaged land, and the relief of mortga- 
gees was purely incidental and intended 
only for those who may prefer reduced 


amounts of cash or of federal farm 
loan bonds to the notes secured by 
these mortgage bonds. 

Therefore, the company states, while 


it will lend every effort to arranging a 
refinancing of any of its mortgages with 
the federal land banks, the company 
states that it will be very careful not 





THE 


to encourage borrowers in the belief 
that the company will scale down its 
mortgages and interest rates at the ex- 
pense of the policyholder. Where the 
mortgages can be exchanged for cash 
on a basis of dollar for dollar, the 
company in question states it will co- 
operate with the borrowers in order 
that they may receive the advantage of 
a reduced interest rate, which the fed- 
eral land banks are offering borrowers 
under the emergency act. 

However, there are certain specific 
expenses involved in effecting this re- 
financing. Some of these expenses like 
appraisals and inspections will accrue 
whether the loan is accepted or not and 
other and heavier expenses will accrue 
if the loan is accepted. This informa- 
tion, the company states, can be se- 
cured readily from the federal land 
bank, 


Confer With R. F. C. Officials 
WASHINGTON, D. C,, 


Daniel Boone, president American Life 
Convention, and Judge Byron K. EI- 
liott, manager and general counsel are 
scheduled to confer today with officials 
of the Reconstruction Finance Corpora- 
tion, at the invitation of Carroll Mer- 
riam, a member of the board. Mr. 


June 27.— 





Boone said he did not know just what 


NATIONAL 


UNDERWRITER 


matters would be taken up, but that he 
assumed that the general subject of R. 
F. C.’s cooperation with insurance com- 





panies would be discussed. 
R. H. Cutler Dies 

R. H. Cutler, general agent for the 
National Life of Vermont at Spring- 
field, Mass., died July 23 at Heaton hos- 
pital, Montpelier, where he had been 
critically ill for the past two months. 
Mr. Cutler stood at the head of the 
National’s Leaders Club for the year 


ending June 30—the third time he had 
thus led the forces. 

He was a son of the late H. M. Cut- 
ler, vice president of the National from 


1911 to 1930. He was a graduate of 
Dartmouth, class of 1915. He started 
his insurance career in the National’s 


under the late A. G. 
Goodrich. He had been in charge at 
Springfield, Mass., since 1919. Mr. Cut- 
ler was in his 41st year. 


Baltimore agency 


McVoy Out on Crutches 


J. A. MeVoy of St. Louis, former 
president of the Central States Life of 
that city, who was involved in a serious 
automobile accident some weeks ago, is 
now able to navigate on crutches and 





expects to be out in another month. 
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ORGANIZED SELLING METHODS 


will assist a newly contracted Agent in 


fulfilling his immediate need---prospects 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, 


Minnesota 


July 28, 














CALEB R, 


SMITH 


Caleb R. Smith, who made such a hit 


last year at the million dollar round 
table conference at San Francisco, is to 
be one of the speakers at the annual 
convention of the National Association 
of Life Underwriters in Chicago. Mr. 
Smith speaks with confidence, has com- 


plete and facile knowledge of his subject, 
and holds the close attention of his audi- 
ence. He is a star when it comes to 
outlining a sales talk. 

Mr. Smith started with the Massa- 

chusetts Mutual Life in 1913. He states 
that he worked on a hit and miss plan, 
writing from $200,000 to $500,000 a year 
up to 1920. He has been located at 
Ann Arbor, Mich., where the University 
of Michigan is situated. There were 
about 8,000 students at that time and 
the city had a population of about 20,- 
000. During the period from 1913 to 
1930 he developed a simple sales talk, 
and using this, together with a system- 
atic program of work, he started out in 
1920 with a definite plan of writing $3,- 
000,000 of business in the next five years 
This gave him a quota of $600,000 a 
year or a weekly quota of $12,000, which 
was successfully carried out for a period 
of four years. At the end of that time 
he felt that he should increase his quota 
and instead of completing his five-year 
program he increased his quota, begin- 
ning in 1924, to $20,000 per week so that 
he could write a million dollars a year 
and he successfully carried out this pro- 
gram. From 1920-1932 he has written 
over 1,800 applications with an average 
of more than $7,000 each. 
During this period every application 
with the exception of four has been paid 
for with a binding receipt at the time 
the application was taken and during 
the last 10 years every application has 
been paid for with 100 percent delivery, 
that is, every policy issued by the com- 
pany, even though a 20-payment life or 
20-year endowment was issued instead 
of the kind applied for, has been de- 
livered. 


Takes State Teachers Mutual 


The Beacon Life, Okla., 
purchased the State Teachers Mutual 
Life, which was organized 18 months 
ago with home office at Dallas. At the 
time of transfer, it had $500,000 of busi- 
ness on its books. he Beacon Life has 
opened a Dallas office. 


Tulsa, has 


Morton’s Increase 90 Percent 


S. L. Morton, general agent in St. 
Louis for the Connecticut Mutual, re- 
ports that the business of his agency 1 
June showed a 90 percent increase over 
the same month last year. 














agent for the Liberty 
Birmingham, 


J. B. Terry has been appointed general 
National Life of 
Ala., at Abilene, Tex. 
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Integrity, Safety 
Was Preserved by 
Moratoria—Cleary 
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MILWAUKEE, July 27.—In his talk 
at the annual convention of the North- 
western Mutual Life’s Association of 
Agents here, President M. J. Cleary 
commented on the moratorium on policy 
joans and surrender values. 

“The action of the public authorities 
has been fully justified,” said Mr. Cleary. 
“No policyholder lost a dollar because 
of it. Few, if any, policyholders were 
denied money they actually needed. At 
worst the payment was only tempo- 
rarily delayed. The integrity and safety 
of the institution of life insurance was 
preserved and protected against the ef- 
fect that fear might have inflicted. It 
emerges from this distressing period 
with all of its normal strength and vigor, 
stronger and safer than when the storm 
struck. 


Brought on by Outside Forces 


“The moratorium,” he said, “was 
brought on by forces outside of the 
field of life insurance, forces with 


which life insurance had no connection 
and over which it had no control. The 
general collapse of values, bank failures 
and bank holidays produced fear—in 
many cases bordered on hysteria. There 
had been no default nor delay except 
in a few minor cases on the part of 
life insurance in meeting its obligations, 
yet thousands lost confidence and rushed 
for their life insurance reserves. State 
officials and legislatures resorted to the 
moratorium to protect the policyholder 
against the consequence of a persistent 
raid that might have compelled the 
companies to sacrifice investments in a 
bewildered and depressed market. 


Demands Met in Full 


“For four years the life companies 
have poured out billions annually in 
cash to their policyholders to meet all 
kinds of needs. These demands have 
been met in full and on time. Except 
in the case of a very few minor com- 
panies, no policyholder has lost a dollar 
or been required to accept a penny less 
than his contract called for. In the 
few minor cases of default the trouble 
did not result from any weakness in 
the life insurance structure. It came 
from weakness in the men who managed 
the companies. The cases were remark- 
ably few in number* and comparatively 
trifling in amount. Unfortunate as these 
few cases are, they will serve to make 
present and prospective policyholders 
more conscious of the importance of 
management. That will be good for 
the business and for the public.” 


Jefferson Standard Record 


President Price Gives Summary of Its 
Operations During the First 
Six Months 


At the semi-annual meeting of the di- 
rectors of the Jefferson Standard Life, 
President Julian Price presented a re- 
port showing the operations for the first 
six months. Capital and surplus as of 
June 30 were $2,510,000. A special fund 
ot $800,000 has been set aside for se- 
curity fluctuation. Another special fund 
ot $616,694 is set aside for policyholders’ 
dividends during the next 12 months. 
As of June 30, the company showed as- 
sets $55,149,137, increase since Jan. 1, 
$6,400,000. It paid policyholders during 
the six months $5,023,993. The com- 
pany pays 5 percent on proceeds left 
with it. Insurance in force is now $309,- 
277,149. A semi-annual dividend of $3 
a share was declared. J. C. Smith, gen- 
eral counsel, was elected a director. J. 
M. Bryan was elected secretary, he hav- 
ing been with the company for many 
years. President Price in his report 
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said that the trends show definite and 
permanent improvement, The Jefferson 
Standard operates in 22 states, the Dis- 
trict of Columbia and Puerto Rico. 

In celebration of its 26th anniversary 
the company introduces the “Dixie Spe- 
cial.” The premium starts on a com- 
paratively low basis and increases an- 
nually for five years, becoming level 
with the sixth premium. The agency 
department reported that July of this 
year is exceeding July of last by 19 per- 
cent in new business. 


Volunteer State’s Leading 
Producers Meet in Chicago 





Leading producers of the Volunceer 
State Life of Chattanooga are holding 
their annual convention in Chicago this 
week. The meetings will continue 
through Friday. Agency Vice-Presi- 
dent A. V. Mozingo is in charge of the 
business sessions. The entire home of- 
fice staff is present with the exception 
of Commodore A. L. Key, president. 
During the course of the convention the 
home office officials in attendance, in- 
cluding T. F. Bourke, superintendent of 
agencies; R. H. Kimball, executive vice- 
president; Z. C. Patten, vice-president; 

B. Steele, medical director; H. H. 
Mansfield, agency secretary, and Seneca 
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M. Gamble, 
will speak 

There is a total attendance of 90. 
3usiness sessions are held in the morn- 
ing and the afternoons devoted to visit- 
ing the Century of Progress Exposition 

At the opening session Mr. Mozingo 
introduced the company’s ten leading 
producers, who during the agency club 
year produced a total of $2,518,000 of 
business or an average of $251,000 per 
man. \ telegram from Commodore 
Key was read in which he asked for 
$6,000,000 of new paid-for business the 
remaining five months of 1933. 

The Commodore Key cup was pre- 
sented to J. W. Bishop, manager at 
Chattanooga, Tenn., who during the 
year had a total personal production of 
$417,000 with a 70 percent renewal on 
the preceding year’s business. The J. 
M. Smith cup, presented annually to 
the agency writing the largest number 
of applications, was awarded to Walter 
H. Peck of Dallas, Tex., who wrote 99 
policies. 

At luncheon on Thursday E. S. Al- 
britton, Chicago general agent of the 
Provident Mutual, spoke on “Selling 
Life Insurance Under the New Deal.” 
Other speakers heard during the three 


assistant agency manager, 





days’ sessions were C. F., Powell, man 
ager Mobile, Ala.; H. M. Piper, man- 
ager Bristol, Tenn.; J. H. Jarvis, man- 
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Knoxville, Tenn.; F. B. Lowe, 


ager 
agent Atlanta, Ga.; J. W. Bishop, man- 
ager Chattanooga, and J. W. King, 


manager San Antonio, Tex 


Unfavorable Developments 


Found in Production Clubs 


While production clubs are ordinarily 
regarded as a stimulus to the 
agent, one angle has developed the past 


decided 


year or so with certain companies that 
has raised some question as to their 
value at this time 


Some agents who have been members 
of a certain production club for a num- 


ber of years, and are very anxious to 
sustain that record, have found them- 
selves short of the required volume or 


number of lives this year. In order to 
maintain their record, these agents have 
in some cases resorted to high pressure 
methods and are writing cases that they 


would not have thought of submitting 
to their companies in normal times. The 
result has been that these companies 
have had to make a more careful in- 
spection of all business submitted, and 
even at that, some cases are getting 
by which are likely to cause much grief 
for the carriers. 
































When you visit A Century of Progress 
MAKE THIS YOUR HEADQUARTERS 

















































































































read or drop a line 


Chicago. 


CASUALTY CO. 



























Partial view of comfortable 
quarters established by 
panies for the convenience 
to A Century of Progress. 
YOUR card TODAY. 


You will want a place to rest, meet your friends, 


you visit A Century of Progress Exposition in 


The Affiliated Continental Companies cordially in- 
vite you to enjoy the comforts and broad facilities 
of their Special Bureau of Information and Serv- 
ice, located on the ground floor of the Home Office 
Building, 910 S. Michigan Ave., within easy walk- 


ing distance of the Exposition Grounds. 


Registered Identification Card will be sent you 


immediately on rece 
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Increase Your Income 


by being able to offer 


Protection for 
the whole family— 


Juvenile Insurance 
Family Income 
Retirement Income 
Annuities 


Accident and Health 


Gxpf2lere 


/nsutance Company ofAmerica 


MILWAUKEE, WISCONSIN 


Operating in 


California Minnesota So. Dakota 
Illinois Ohio Texas 
Iowa Oregon Washington 


Michigan Wisconsin 





It will be interesting to see what 
eventually will become of such com- 
panies now in receivership as the Royal 
Union and other companies that may 
be forced temporarily or permanently 
out of business by the depression. Life 
insurance companies possess wonderful 
recuperative powers. The old Pitts- 
burgh Life & Trust was taken over after 
it had been looted by the Birdseyes and 
administered by the Metropolitan Life 
with the result that the liens on its poli- 
cies were eventually entirely removed. 

The Royal Union in 1931 had expenses 
of management of $1,467,683 with in- 
surance in force of 177 millions and pre- 
mium income of $5,199,059. It had as- 
sets of not quite $40,000,000. When you 
cut off most of the home office salaries 
and home office expenses as well as the 
cost of maintaining branch offices and 
agents it would seem possible to make 
up quite a large deficit in assets over a 
period of years. Of course the Metro- 
politan had the advantage of being a 
thoroughly sound and going concern 
with a fine reputation which inspired 
confidence and no doubt Pittsburgh Life 
& Trust policyholders continued paying 
their premiums largely on this account. 
However, given the assurance that the 
state would administer the company eco- 
nomically and that it expects to put it 
back on its feet, it is possible that the 
bulk of policyholders would continue to 
pay their premiums and if they did the 
company in time might be restored to 
solvency. Certainly, given good man- 
agement by the state, it would be to the 
interest s of policyholders to stand by. 
It is for the purpose of securing new 
business and building up the company 
that a large part of the expense is main- 
tained. 

The Hartford Life in its safety fund 
division has been merely running off 
the old business for a good many years, 
collecting the premiums by mail. In this 
company there is no agency expense 
and the home office expense should be 
very low. With the state taking a hand 
in almost every kind of business now- 
adays, it would seem there is no good 
reason why it should not successfully 
and economically temporarily administer 
the affairs of a life insurance company 
that has been stopped from writing 
business. 

* * * 

There is a new law in Colorado passed 
at the instance of Commissioner Coch- 
rane, who has long held the idea that 


a stock life company which becomes 
impaired should automatically be mu- 
tualized with what is called the “open 


contract,” which is the safety clause of 
legal reserve fraternal insurance. Theo- 
retically, the open contract is ideal but 
practically it is usually something else, 
although it might be a good feature in 
connection with stock companies which 
are mutualized under the Colorado 
statute. 

This Colorado law provides that when- 
ever the total legal liabilities of the 
company exceed its admitted assets the 
total of such deficiency shall be imposed 
upon the policies in force, the amount of 
the lien thereby attaching to each such 
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terest beginning 60 days after written 
notice to the insured automatically and 
correspondingly reduces the available 
value of the policy; and within said avail- 
able value is an admitted asset of the 
company. The interest shall be at the 
policy reserve rate therefor; and, if un- 
paid, shall compound annually at the 
same rate. Surplus accruing to any 
policy shall first restore any value thereof 
reduced by said lien; then, as approved 
by the insurance commissioner, to the 
restoration or creation of the statutory 
guaranty fund. ene 

To restore or maintain the statutory 
reserve required of capital stock legal re- 
serve companies and all or any part of 
the capital as may be necessary in ex- 

cess of the minimum required by law 
for the incorporation of such companies, 
the loss shall respectively be available as 
surplus. After six months’ continuous 
impairment of the minimum capital, or 
after five days’ continuous impairment 
of the required reserves, or upon a vote, 
during the impairment, of a majority of 
the stock and the majority of the num- 
ber of policyholders, the company if not 
reinsured, shall immediately become mu- 
tual and all stock shall be void, but each 
certificate therefor shall, upon surren- 
der, receive its equitable share of any 
excess, at mutualization, of the com- 
pany’s entire assets over all its liabilities. 
The expense of management of such 
company, notwithstanding any agency, 
salary or retainer contract, shall be re- 
stricted as determined by the insurance 
commissioner, but during the existence 
of any lien the company, without the 
consent of the insurance commissioner, 
shall not do new business and the insur- 
ance commissioner may, if satisfied that 
the interest of the policyholder so re- 
quires, may, upon obtaining an order of 
a court of competent jurisdiction, pro- 
ceed to liquidate and dissolve the com- 
pany. 

This method may be followed if the 
total unsecured indebtedness other than 
the accrued policy liabilities and taxes 
of the company exceeds 5 percent of the 
total liabilities. . 

This law, it would seem, provides at 
least one way out for companies that 
may get into trouble and is well worthy 
of consideration by other states. The 
expensive liquidation through receiver- 
ship is an outworn method and should 
be discarded wherever possible. There 
might be companies so far gone that 
only an outright receivership would be 
advisable but if the various insurance de- 
partments will watch their doubtful 
companies and take the necessary steps 
in time the life insurance business should 
be saved the notoriety and expense of 
long-drawn-out receiverships. 

* ¢ 2 


It is doubtful whether the value of 
strict economy is properly appreciated 
in some companies. Recently, in discuss- 
ing this point, the president of a com- 
paratively small company which wou! ld 
show a drop in surplus for the year 1932, 
said that he had been considering a re- 
duction in home office salaries of 10 per- 
cent as well as cheaper office quarters; 


























policy being proportionate to its net | but, he said, “As our home office salaries 
value. Each said lien, with advance in- (CONTINUED ON PAGE 16) 
Six Months’ Figures Reported 
Inc. or Dec. 
New Paid Business Ins. in Force 
ist 6 Months lst 6 Months 

1933 1932 1932 
Pt SO Te cc cwkentasaedun $ 5,109,250 $ 4,544,000 
BUONO WIOMGES, BEG... ccccvcsccrcse 8,472,434 8,056,785 
Midland Mutual Life ............ 4,347,081 5,682,626 
OG EAE, BOOM. cc ccccccccvaces 327,650 644,549 
PUNE, BOUCMME BASS cccccscecsces 14,749,928 26,743,630 
OMT ESCO, BEIM, cc ccccccccces 1,081,695 1,489,589 oan atana 
eee WO BAUR, Thi ccciccveccecs 2,912,101 1,711,689 1,591,376 792,789 
ee MANS COUN oss nnsendintcees 696,800 1,269,500 —110,918 632,760 
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Revamping of Insurance 
Laws Is Up to Federation 


At a meeting in Columbus, O., at- 
tended by about 35 representatives of 
insurance companies, under the auspices 
of the Ohio chamber of commerce, it 
was decided to ask B. G. Dawes, Jr., 
president, and the Insurance Federation 
of Ohio to consider the advisability and 
practicability of revising the insurance 
laws of Ohio. If such a revision is at- 
tempted, it is understood every branch 
of insurance will be represented and 
each division will in all probability be 
invited to revise the laws pertaining to 
its special line of insurance. 

There is some question as to whether 
life insurance will be included in the 
undertaking, in view of the fact that 
the life insurance laws were revised by 
the Gradison bill, which was passed at 
the latest session of the Ohio assembly. 
It was agreed that if a new bill is 
drafted providing for a codification of 
the insurance laws, it will be sponsored 
by the chamber of commerce and will 
be supported by insurance organizations 
representing all classes. Several years 
ago a new code was prepared under the 
sponsorship of the Ohio state bar asso- 
ciation, but it was never presented to 
the legislature. 


Gross Makes Record 


John E. Gross of the Frank M. See 
agency New England Mutual Life, St. 
Louis, ranks second in the country for 
the company in number of lives insured 
the first six months of 1933. This is 
Mr. Gross’ second year in the business 
having been formerly in the bond busi- 
ness. During the bank holiday he wrote 
the largest number of applications that 
has been written by any agent of the 
New England Mutual in its history. 

In June the Frank M. See agency re- 
ports having written the greatest num- 
ber of lives in its history and third larg- 
est in volume paid for. 
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RUSSELL 8S. MOORE 


Russell S. Moore, who is to appear 
of the National Association of Life Un- 
derwriters in Chicago, Sept. 27-29, is a 
home office field supervisor for the Mid- 
land Mutual Life of Columbus, O. 

Mr. Moore is a native of Kansas City. 
Before entering the insurance business, 
he taught school for eight years, first in 
the public schools of Kansas City, then 
at the state school for the deaf at Knox- 
ville, Tenn., and later he had charge of 
mute education at the Goodyear Tire & 
Rubber Co. in Akron. 

In 1922, Mr. Moore started insurance 
selling with the Midland Mutual in 
Akron and wrote and paid for $365,000 
of insurance his first year. He con- 
tinued as a personal producer for more 
than four years and then was made a 
home office field supervisor, traveling 
through eight states as a recruiter and 
trainer of men. While being so en- 
gaged he closes over $1,000,000 of in- 
surance a year. 





Disability Figures Explained 





There have been numerous inquiries 
as to why disability losses and premiums 
waived exceed total premiums in many 
company statements. The compiler of 
statistics explains that this phenomenon 
is due to the method of computing gains 
and losses for the gain and loss exhibit 
in the annual statement. He explains: 

“The process is roughly as follows: 


Total disability reserves at be- 
3 


oe oR OP een 
Plus disability premium in- 
UR OE ccécsadastaace 0040 a0 een 
Plus interest earned on dis- 
ability reserves in 1932..... ......... 
NN ee eo Re eee 
Less disability payments and 
premiums waived in 1932... ......... 
Difference equals actual dis- 
abilitv reserves on hand 
Dey Bata ndnoneinawen Piwecdenee 


Takes Reserves from Surplus 


“The actuaries decide, using whatever 
tables they are following and also their 
own judgment, what amount of disa- 
bility reserves the company should have 
on hand at the beginning of the new 


year, 1933. If they decide that they 
should have larger reserves than the 
last item listed above, the difference 


between what they decide they should 
have at the beginning of 1933 and what 
they actually had at the close of busi- 
ness on the last dav of 1932 must come 
out of surplus. This of course repre- 
sents a loss and is so listed on the 
gain and loss exhibit. 

“This addition to the disability re- 
serve over and above that provided by 
premiums and interest, of course, does 
not bring the reserve up to the point 
where no losses in future years may be 
looked for. To anticipate all these fu- 
ture losses and attempt to lump them 
into one year would be an excessive 





burden, and quite unnecessary, since as 
can be seen from the table, disability 
premiums are close to or greater than 
disability outgo. 


Must Set Sum Aside 


“On the other hand, to neglect to take 
these losses now, year by year, would 
be to pile wp such losses for the fu- 
ture in staggering amounts. Then, too, 
the company which sets aside substan- 
tial additions from surplus during these 
earlier years will have the advantage 
of a longer interest-earning period on 
these sums.” 

It is pointed out that one great com- 
pany last year received in premiums 
about $560,000 more than it paid out 
in disability benefits and premiums 
waived, to say nothing of interest on 
disability reserves. Yet experience 
shows that the reserve basis on which 
much of this business is held will prove 
inadequate to meet claims as they come 
due. Companies are gradually shifting 
disability business over to a_ reserve 
basis which takes account of less fav- 
orable experience. To accomplish this, 
more money must be put into the re- 
serves each year until eventually they 
are all on an adequate basis. 

There is the chance that actual ex- 
perience will prove better than antici- 
pated. Disability income business writ- 
ten since the last general change in 
rates and provisions (when many com- 
panies dropped it altogether) is under- 
stood to be on an adequate reserve 
basis. 


Edward A. Woods’ “Life Underwriting 
as a Career,” shows the opportunities of 
the profession and presents a real under- 
standing of present day practices in 
life underwriting. Price, $2.25. Order 








from The National Underwriter. 


Make your work easier 
with these practical tools 





| Bors UNDERWRITERS find there 
is no substitute for work. Work— 
the proper application of energy—still 
remains a fundamental requisite to suc- 
cess in life insurance. 


Work plus the practical tools offered 
agents by this company make a combina- 
tion hard to beat. Here are some of the 
tools offered our agents which will also 
help make your work more remunerative 
and easier. 


a liberal agency contract 

a complete line of modern policies 

juvenile policies, sub-standard 

double indemnity, total disability 

low non-participating rates 

organized presentations 

a fool-proof visual sales kit 

a daily working plan 

a condensed but comprehensive train- 
ing plan 


® a conservation program that helps 
keep policyholders sold and re- 
duces lapses 


Connect with a company that will give you 
the greatest help and make it as easy as possi- 
ble to operate. For openings in Ohio, Michi- 
gan, Illinois, Indiana, Kansas, Oklahoma or 
Texas, write George L. Grogan, Vice President, 
in Charge of Agencies. 


The Federal Reserve 


Life Insurance Company 


Kansas City, Kansas 
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Vast Waste in Receiverships 


THE approval given by the federal court 
in Chicago for the taking over of the busi- 
ness of the defunct ILt1nots Lire by the 
CENTRAL Lire of Iowa, it is hoped will 
close an experience that has been fraught 
with waste and loss. A receiver was ap- 
pointed for the Int1nois Lire late in No- 
vember. Since that time there have been 
proposals and counter proposals, inves- 
tigations into 
hearings of criticism lodged against pro- 
posals, conferences with life insurance 
experts, and so on. Legal fees have run 


proposals, complaints, 


up into big money. 

All this shows the fallacy of throwing 
a life company in the hands of a re- 
ceiver so far as protecting policyholders 
are concerned and then expecting early 
action. A receivership is a costly thing. 
It is stated that the expenses of the 
Itunois Lire receivership to date will 
reach $700,000 and before it is over the 
$1,000,000 mark will be reached. All 
this comes out of the pockets of the 
policyholders. 

There were proposals and bids made 
early in receivership that were fair and 
backed by reputable companies. Almost 
nine months were allowed to elapse be- 
fore anything was done. Too much time, 
in our opinion, was given to hearing of 
compiaints, making investigations of 
proposals, hiring experts to examine 


Farm Situation 


Ir Is gratifying to know that the life 
companies feel that the farm situation 
has improved materially since the first 
of the year. The higher price of farm 
products, in spite of fluctuations, has 
been heartening. Many farmers that 
were about ready to give up their places 


etc. If an honestly managed and 
company made a bid, 

that it intended 
thing. It would 
required any great out- 
lay of money to have any proposal ex- 
amined. Weeks and weeks of time have 
been consumed in listening to different 
groups who were trying to edge in for 
one purpose or the other. The LIncoLn 
NaTIONAL Lire made a bid in the first 
place and deserved consideration. It with- 
drew because it was disgusted with the 
way the machinery was working. Then 
the James S. KeMPER syndicate came in 
with another bid entirely fair and after 
weeks of delay that group pulled away 
because of the interminable delay. 

This experience and others similar to 
it should convince insurance depart- 
ments and other public authorities that 
some other way than a receivership 
should be found to deal with legal re- 
serve companies that are on the brink 
of ruin. An insurance department per- 
haps under authority could appoint a 
custodian or could devise some method 
whereby a company could be operated 
without the tremendous expense of a 
receivership. The Ittinois Lire policy- 
holders can charge up a cold $1,000,000 
to the receivership process and the de- 
lays it entails. 


bids, 
well intentioned 


it is fair to assume 


the right 


have 


to do 


not 


Has Improved 


now feel that there is a more encourag- 
ing outlook. Companies that have farm 
mortgages are finding interest is being 
paid more satisfactorily. After ali, the 
soil is the basis of real value. The price 
of farm land has gone down materially 
but the land is still there. 


Securing Good Batting Average 


WHEN PRreEsIDENT ROOSEVELT in his radio 
message stated that he did not expect 
to make a hit every tiiae he came to bat, 
but he was aiming at a good batting 
average, he spoke in a language that 
the man on the street understood. He 
said that THropore Roosevett once told 
him that if he was sound in 75 percent 


of his judgments he would be satisfied. 
Many people base their reputation on a 
single achievement. They live on the 
name of having done one or maybe two 
things exceedingly well. They are 
satisfied to rest there. The best repu- 
tation is based on doing a number of 
things well. 


man who has been elected state com- 
mander. The first was Ernest Walduer 
of Greenville, who is interested in a gen- 
eral agency. The second was W. Dud- 
ley Owens, vice-president and secre- 
tary of the Lamar Life. 

Garfield W. Brown, Minnesota com- 
missioner and president of the National 
Convention of Insurance Commission- 
ers, will be a speaker at the annual 
meeting of the Association of Superin- 
tendents of Insurance of the Provinces 
of Canada in Toronto, Sept. 5-7. 

W. W. Wyant, 26, senior member of 
Wyant & Tesmer, Waterloo, Ia., died 
there following three years of ill health. 


In 1907 he became the first Waterloo 
salesman for the old lowa Life and in 
1910 organized the W. W. Wyant 
agency, later taking in Fred Tes- 
mer as his partner. He was a di- 
rector of the Iowa Mutual Liability 
of Cedar Rapids. Mr. Wyant was 


widely known in musical circles. 
William Gunn, Jr., a member of the 

Penn Mutual’s Stevenson agency in 

Philadelphia, in a dramatic game won 


the 1933 Pennsylvania state amateur 
golf championship. The winner had to 
be a Penn Mutual man, because the 


runner-up was H. S. Cross, Jr., of the 
company’s investment department, Play 
was at the Merion Cricket Club, and 
the gallery was the largest since Bobby 
Jones won his championship on the same 


course. The day before the play-off, 
another Stevenson agency man—a de- 
fending champion and medalist—just 


missed making the finals. In the same 
week Simon Gillam, Penn Mutual mort- 
gage loan inspector, made a hole in 
one on the Riverton course. 

O. D. Hippler, general agent of the 
Detroit Life at Mt. Clemens, Mich., has 
been elected commander of the Ameri- 
can Legien post there. 


E. C. Anderson of the agency depart- 
ment at the home office of the Con- 
necticut Mutual Life has completed a 
tour of the general agencies just estab- 
lished in Texas at Dallas, Houston and 
San Antonio, and has returned to Hart- 
ford. 

Willard I. Hamilton, vice-president of 
the Prudential, will celebrate his 66th 
birthday Aug. 2. His entire insurance 
career has been with the Prudential. 

J. H. Cowles, Los Angeles general 
agent of the Provident Mutual Life, who 
was operated on recently for appendi- 
citis, is now steadily recovering his 
health and is expected to return to the 
office about Aug. 1. 


Arthur Whitfield, for 20 years district 
agent for the Northwestern Mutual Life 
at Sioux City, Ia., was married recently 
to Mrs. Lottie Mullen of Sioux City. 
Dr. M. B. Smith, 64, general agent 
for the Pacific Mutual Life at Ottumwa, 
Ia., died there last week. He joined 
the Pacific Mutual at Lake Park, Minn., 
in 1915 and two years later went to 
Ottumwa as general agent. His two 
sons, L. P. Smith and L. M. Smith, have 
been associated with their father. 

R. O. Mason, agency supervisor of the 
Provident Life & Accident, Chatta- 
nooga, and Miss Janette Hackett, Mem- 


phis, Tenn., were married last week in 
San Antonio, Tex. 
Mrs. Helen C. McConnell, wife of 





Dr. George G. McConnell, medical di- 


tet which gave concerts in all parts 
the country. 

W. M. rey vice-president of ¢ 
American Life of Detroit, was electe 
president of the Rainbow Veterans As 
sociation at the annual conventi 
Chicago last week. 





O. A. Colvin, Akron, O., manager , 
the Western & Southern Life, who has 
been with that company 30 years, has 
been granted a 30 weeks’ vacation wit 


salary in recognition of his service. 
D. J. Bloxham, manager of th 
agency training department of th 


Travelers, is confined to his home by 
illness. Mr. Bloxham will probably be 
away from the office for about a month 
When he returned recently from a trip 
to Chicago, he was advised by physi- 
cians to give up his office work for a 
few weeks to recover his strength and 
health. 

President R. T. Stewart of the Mid- 
Continent Life of Oklahoma City has 
received the degree of LL.D. from Bay- 
lor University, Waco, Tex. 


C. R. Lewis, a member of the Wichita 
general agency of the Equitable Life oi 
Iowa, has been appointed head of the 
fourth Kansas district of the Home 
Owners Loan Corporation, which com- 
prises 27 counties of southwest Kansas 
and will establish offices in Wichita. 

The Northwestern Mutual Life's 
“Field Notes” features R. H. Hobart 
of Hobart & Oates, Chicago general 
agents, because there have been four 
generations in his family insured in the 
Northwestern Mutual. S. D. Hastings, 
who at one time was state treasurer oi 
Wisconsin and was elected a trustee of 
the Northwestern Mutual in 1861, was 
insured in the company, he being the 
grandfather of Ralph Hobart. Mr. 
Hastings in 1868 was elected president 
pro tempore of the Northwestern Mu- 
tual. He died at the age of 87 in 1903. 
H. R. Hobart, father of Ralph, an alum- 
nus of Beloit college and a prominent 
newspaper man, carried a policy in the 
Northwestern Mutual, he dying in De- 
cember, 1928. H.R. Hobart was at one 
time city editor of the Chicago “Eve- 
ning Post,” managing editor of the Chi- 
cago “Evening Mail,” editor of the Chi- 
cago “Morning Career,” and editor ot 
“Railway Age.” 

R. H. Hobart is a University of Chi- 
cago graduate and became an agent tor 
the Northwestern Mutual in 1901 when 
A. W. Kimball was Chicago general 
agent. The first of 26 policies of the 
Northwestern Mutual now in force on 
his life was issued in 1896. He has been 
a member of the Hobart & Oates part- 
nership since Jan. 1911. When the 
Northwestern Mutual decided to issue 
a juvenile policy, John H. Hobart, son 
of Ralph, was insured. 


W. W. Ford, Jr., Birmingham district 
manager of the Lamar Life, and Miss 
Mary Frances Murphree, daughter of 
Lieutenant Governor Murphree of Mis- 
sissippi, were married in Jackson. 


A new book, “The Liberalization of 
the Life Insurance Contract,” is issued 
by Dr. George L. Amrhein, instructor 
in insurance in the Wharton School 0! 
Finance & Commerce, University of 
Pennsylvania. This book deals with the 
origin and development of insurance, !t5 
history in the United States, government 
regulation and standard policies, nature 
of the life policy and the general rules 





underlying its construction, insurable 1 
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July 28, 1933 


and assignment, writing of the 
policy, policy restrictions, termination of 
the contract, rights of the beneficiary, 
clauses affording the additional protec- 
tion, etc. The price of the book is $4. 
It is sold by THE NATIONAL UNDERWRITER. 


W. C. Ross of the H. C. Rhyan gen- 
eral agency of the Guardian Life of 
New York in Milwaukee who led all 
agents in new paid-for business for the 
frst half of 1933, entered life insurance 
September. Previously he 


terest 


only last 








LIFE 








was for many years assistant genera] 
sales manager of a large Milwaukee 
manufacturing industry. V. F. Pettric, 
who also has been with the Rhyan 


agency only since 1932, led all agents 
in new paid-for business in June. He 
has been in life insurance work for 
many years. 

E. V. Creed, Portland, Ore., resident 
manager of the Sun Life of Canada, 
has been elected president of the Port- 
land Council of Churches. 
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NEWS OF THE COMPANIES 





Half-Year Statement Given 


New York Life Shows Increases All 
Along the Line as of 
June 30 


An increase of over $25,987,000 in the 
ledger assets of the New York Life in 
the first half of 1933 is announced by 
President Buckner. The increase rep- 
resents the difference between total in- 
come of more than $189,117,000 and dis- 
bursements of approximately $163,130,- 
000. Disbursements included over $130,- 
778,000 paid to policyholders and bene- 
ficiaries, the balance of over $32,351,000 
of trust funds, divi- 


covering payment 

dend deposits, reinsurance, taxes, and 
other expenses. 

Cash in-home office bank accounts 


June 30, 1933, was approximately $42,- 
925,000, an increase of about $15,672,000 
for the six months. New investments 
made the first half of 1933 exceeded 
$18,439,000. Total income, which aver- 
aged over $1,000,000 per day, included 
more than $133,544,000 premium income 
and over $43,249,000 interest and rent. 


Ayars Heads New Company; 
22 Being Formed on Coast 





George W. Ayars of Los Angeles, for- 
merly prominent in the National Asso- 
ciation of Life Underwriters, heads the 
new Life Insurance Company of Amer- 
ica, Just launched in that city. 

In all, 14 new legal reserve life com- 

panies and eight on the assessment plan 
are now being organized in California. 
Other legal reserve companies for which 
permits to sell stock have been issued 
are: Western National Life, San Fran- 
cisco; TransPacific Life, Los Angeles; 
Seaboard National Life, Long Beach; 
Postal Union Life, Los Angeles; Gold 
Coast Life, Los Angeles; Guardian As- 
surance, Oakland; Income Life, San 
lrancisco; Casualty Life, San Francisco; 
Commonwealth Life, Los Angeles, and 
Globe Life, San Francisco. The Cali- 
tornia department has approved the pro- 
posed names of the Empire Life, Los 
Angeles; Interstate Life, Oakland, and 
Oceanic Life, San Francisco. 
_Approval has been given by Commis- 
sioner Mitchell of the name of the Cala- 
veras Insurance Company, being or- 
ganized in Los Angeles to write life in- 
surance on legal reserve basis. The 
Omart Investment Company of Los An- 
geles is promoting the company. 


Acacia Mutual’s Six Months 


Steady improvement in the business 
ot the Acacia Mutual Life for the first 
Six months is outlined by President 
Montgomery. The amount of new in- 
surance was $19,865,331, as compared 
with $16,298,820 for the corresponding 
Period of 1932, increase of 22 percent. 

We naturally are decidedly pleased 
at this substantial increase in business,” 
ns Montgomery said in commenting on 
‘He figures. “It is, we believe, a definite 
Indication of general economic better- 
ment since every section of the country 
Contributed to the advance in Acacia’s 
business volume.” 





Royal Union Deadline Sept. | 


Proposals for Reinsurance or Mutual- 
ization to Be Accepted by Receivers 
Up to That Date 


DES MOINES, July 27.—Receivers 
of the Royal Union Life were authorized 
in an order of the federal court here to 
accept proposals for reinsurance or mu- 
tualization up to Sept. 1, 

Receivers A. L. Andrew and E. W. 
Clark asked for the order, stating that 
a number of proposals for reinsurance 
or mutualization have already been sub- 
mitted informally and that it is to the 
best interests of the company that a 
decision on the plan of rehabilitation be 
made as soon as possible. 

All proposals for reinsurance or mu- 
tualization must be made before Sept. 1. 
They must be in writing, accompanied 
by a proposed form of written contract 
setting forth the provisions, terms, con- 
ditions and plans on which the pro- 
posers will assume the liability on all 


contracts and policies of the Royal 
Union Life. Any proposal by a life 
company must be accompanied by a 


financial statement or balance sheet. The 
receivers are authorized to analyze the 
proposals, employ actuaries, if neces- 
sary, and report their recommendations 
to the court. 


Seaboard Life ‘Satenen 


The Seaboard Life of Houston, Tex., 
in its mid-year statement, reports assets 
of $1,145,448, including cash $74,705 
United States and municipal bonds 
$371,457, first mortgage loans $449,350, 
policy loans $134,630. 

The reserve amounts to $812,894 and 
surplus to policyholders $237,552 

President R. H. Baker points out that 
cash and United States bonds have in- 
creased since the first of the year and 
that first mortgage loans have increased 
through loans made on improved city 
real estate. Total assets have increased 
$129,427. Mr. Baker states that none 
of the bonds are in default as to prin- 
cipal or interest and the total past due 


interest on all first mortgage loans is 
only $1,017. Cash income for the six 
months exceeded disbursements by 
$117,946. 


Grant Lincoln Mutual Charter 


FRANKFORT, KY., July 27.—Arti- 
cles of incorporation for the Lincoln 
Mutual Life of Louisville, capitalized at 


$100,000, have been approved by the 
secretary of state. It is a non-stock cor- 
poration, capital being guaranteed by 


the incorporators. The corporation arti- 
cles had previously received the approval 
of G. B. Senff, insurance commissioner, 
and B. P. Wootton, attorney-general. 


Postpone Kansas-Pyramid Hearing 
TOPEKA, KAN. July .—The 


hearing of the Kansas charter board on 
the merger of the Kansas Life with 
the Pyramid Life of Kansas City, Mo., 
has been postponed until Aug. 4. 
Neither side was ready to present its 
arguments for and against the merger 
when the hearing was called by the 
board last week and the postponement 
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HOW 
TO START AN 


UPTURN 


Take a policy the toughest prospect cannot 


resist. Add it to an enthusiastic agency force. 


Stir well and watch for results. And what 


results!) Business written in May increased 
100% over May 1932. Credit the new low-first- 
cost ordinary life policy with a large share in 


the upturn. 
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GROWING UP FAST 


America is growing up fast, says the statistician. 
More old people, fewer children, is the outlook. 
Increasingly, there‘ore, Fidelity’s Income for Life 
plan will prove attractive. Increasingly, will there 
be a demand for its guaranteed life income. 


Fidelity Originated This Plan 


The first “Income for Life” policy was written 
December 24, 1902, and each year since there has 
been a wider acceptance of its unique provisions. 
In addition, Fidelity provides a variety of policy 
forms to fit modern needs: Low Rate Life, Fam- 
ily Income, Disability—income and waiver of 
premium, accidental death benefits. 


Send for booklet 
“The Company Back of the Contract” 


(DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
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Know Your Line 





Educational conferences 
and conventions present 
practical, sales-building 
knowledge to COM- 
MONWEALTH Life 
underwriters. They give 
a better grasp of the 















various forms of life 





insurance opportuni- 





ties for selling 





them, and the nec- 






essary technique. 





They deal with 






specific prob- 





lems con- 






nected with 






the job of 





selling life 





insurance. 










These 
meetings 
are de- 
signed to 

give just 

the right pro- 

portions of 
inspiration and 
driving force 

coupled with a 
better knowledge 
of how to go about 
it. COM MON - 

WEALTH Life men, 
realizing the tremen- 
dous value of such con- 

ferences, are seriously 
enthusiastic about them. 

@ This, however, is only 

one of the many important 

phases of co-operation 
given by the COMMON- 

WEALTH Life to its rep- 

resentatives. 
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was agreed to in order to permit the 
insurance department to make some fur- 
ther investigations and the attorneys for 
the Pyramid to secure some additional 
legal data. It is generally expected 
that the board will not approve the mer- 
ger in the face of the opposition of 
Governor Landon and Commissioner 
Hobbs. 


Fraternal May Change Name 


A change in the name of the Fra- 
ternal Aid Union, Lawrence, Kan., one 
of the largest of the fraternals, is in 
contemplation The society at its con- 
vention at Niagara Falls voted to change 
the name and plans are under way to 
carry out the change. The tentative 
name proposed is the Standard Reserve 
Life Insurance Association. The pro- 
posed change has not been presented to 
the Kansas charter board. It is likely 
that some objections will be filed with 
the board against the use of the word 
“Reserve.” 


Bank Savings Injunction Off 


A suit in the Shawnee county court 
at Topeka to restrain the transfer of 
1,060 shares of stock of the Bank Sav- 
ings Life held by a bank to J. M. Mitch- 
ell and C. E. McCrae, brought by Mrs. 
Ida M. Snyder, wife of Harry Snyder 
of Chicago, former director of the Bank 
Savings Life, who attempted to merge 
it with the Federal Reserve Life, has 
been dismissed. The shares have been 
transferred to Mr. Mitchell and Mr. 
McCrae. 








Capital Reduced 


Capital of the Builders Life of Chi- 
cago has been reduced to $100,000. 
Heretofore the capital has been $113,- 
375. 


Merger Plan Not Proposed 


TOPEKA, July 27.—There is a good 
deal of maneuvering and gossip in in- 
surance circles that an attempt is to 
be made to work out a merger, a re- 
organization or the organization of an 
entirely new company to take over the 
business of the Royal Union Life of 
Des Moines and the Bank Savings 
Life of Topeka, but there is nothing 
definite in any of the proposals so far 
as the Kansas company or any state 
officials are concerned. 

At the offices of the Bank Savings 
Life it was admitted there was gossip 
of a proposal to organize a new com- 
pany which would take over the busi- 
ness of both companies but it was em- 
phatically declared that nothing had 
been done or was being done at pres- 





ent looking to the Kansas company 
joining in the project. It was said fur- 
ther that so far as known here no nego- 
tiations had been started by any one 
connected with the Kansas company 
and no steps taken toward any merger 
or consolidation or sale or re-organi- 
zation. There recently was a reorgani- 
zation of the Bank Savings as the banks 
which held the notes of the Lupton 
family and the stock as collateral dis- 
posed of the stock to J. M. Mitchell 
and C. E, McCrae. 

It happens that Mitchell has been as- 
sociated with W. K. Herndon in sev- 
eral Missouri insurance operations. 
Herndon formerly was an examiner for 
the Kansas department and is now 
chairman of the executive committee 
of the Royal Union. 


Williams Educational Director 


Ben Williams, formerly in the adver- 
tising department of the Bankers Life 
of Iowa, has been named educational 
director, a newly created office. 


Riley Underwriting Executive 


A. J. Riley has been appointed under- 
writing executive at the home office of 
the Mutual Benefit Life. He was for- 
merly assistant mathematician and has 
been with the company for 25 years. For 
the past five years he has been devoting 
much time and thought to the selection 
of risks. He is a fellow of the Ac- 











tuarial Society of America and an asso. B 
ciate of the American Institute of Ac § 


tuaries. 


Now in Own Building 


The American Life & Accident go 
St. Louis is now housed in its ow 
home office building at 3805 Lindel 
boulevard. The company recently pyr. 
chased a frame residence and remodeled 
it for a home office. It is well locates 
and is so arranged that all home office 
operations can be carried on in an eff. 
cient manner. 


Gain in Income Shown 


The Equitable Life of New York an. 
nounces that the first year premium in. 
come for the first six months, including 
life insurance and annuity business, 
shows a gain of $1,250,000 over the sim. 
ilar period of 1932. This is about a 5 
percent increase. 








Murdoch Made Receiver 


W. M. Murdoch, general manager 
Peoples Mutual Life and formerly sec- 
retary Oklahoma insurance board, has 
been appointed receiver for the New 
State Life of Oklahoma City. E. A. 
Houston was manager of the company. 
Reports filed with the state insurance 
commission July 15 showed $500,000 in 
force in Oklahoma, with $23,000 liabil- 
ities. 
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B. M. A. Agents at Madison 





Grant and Commissioner Mortensen 
Point Out Salutary Lesson of 
Stock Market Set-Back 





MADISON, WIS., July 27.—Pros- 
pecting has become one of the most 
important things for the insurance agent 
to consider, W. T. Grant, president Busi- 
ness Men’s Assurance, told agents from 
Iowa, Minnesota, North and South Da- 
kota and Wisconsin at a sectional meet- 
ing here. 

Because of the great drop in national 
income during the past few years, and 
additional unemployment over the 1929 
record, prospects are more difficult to 
find, and there is correspondingly greater 
need for discrimination by the agent if 
he is not to waste his time and effort 
in fruitless work, Mr. Grant pointed out. 

Mr. Grant stated that the recent stock 





market set-back would aid the insurance 
business in bringing to people the real- 
ization that the stable values of insur- 
ance are to be sought during the period 
of business improvement, rather than 
the speculative ones of the stock market. 

Commissioner H. J. Mortensen of 
Wisconsin in addressing the agents also 
commented on the salutary lesson of 
stock market values decline as showing 
that there can be no mushroom growth 
for true prosperity, and that insurance 
companies and the nation must not for- 
get to watch danger signals and proceed 
with care and judgment. 

J. C. Higdon, vice-president Business 
Men’s Assurance, and L. L. Grahan, 
chief adjuster, took an active part in 
discussions. W. C. Rhodes, Wisconsin 
state manager, made arrangements for 
the convention. 


Maccabees Convention On 
The 





quadrennial convention of the 





Angus O. Swink 
President 





To the Thinking Life Insurance Men 


of America 


Summer skies see signs of brighter business. 
Sell insurance now for the next depression. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 


Wm. H. Harrison 
Vice Pres. & Supt. of Agencies 
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St. Louis Mutual Life Insurance 
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LIFE AGENCY CHANGES 


-_ | 





Made Kansas General Agent 


M. H. Poindexter of Wichita Takes 
Charge of All the State for 
Mutual Benefit 








M. H. Poindexter has been appointed 
Kansas general agent for the Mutual 
Benefit Life, and will continue the of- 
fice at Wichita, opening district offices 
in other cities as opportunity permits. 
He formerly conducted a district agency 
at Topeka for the Northwestern Mutual 
Life. Mr. Poindexter was graduated 
from the University of Kansas in 1910 
and immediately took up life insurance 
work. He comes from a family well 
known in the life insurance field in the 
middle west. His father operated a gen- 
eral agency in Kansas for the North- 
western Mutual for 50 years, while his 
two brothers and a sister have also been 
successful in life insurance work. 





R. F. Young, Jr. 


R. F. Young, Jr., has been appointed 
field supervisor for the Connecticut Mu- 
tual in north and east Texas, with head- 
quarters in Dallas. 


G. S. Staniland 


G. S. Staniland of Buffalo has been 
appointed manager of the western New 
York district of the Penn Mutual Life. 
The company has its offices in the Wal- 
bridge building. 








Johnson Ashby 


Johnson Ashby of Dallas states that 
the announcement that he had been ap- 
pointed general agent for the Old Line 
Life of Milwaukee is incorrect. He had 
some negotiations with the Old Line 
Life but they were never consummated. 
He went with the Great American Life 
of San Antonio as agency supervisor 
with headquarters at 1712 Bennett ave- 
nue, Dallas. 





Ira W. Fischer 


Ira W. Fischer has resigned from the 
firm of Fischer & Fischer, Penn Mutual 
general agents at St. Louis, to devote 
himself to personal production and the 
service of his clients. The business of 
the agency is being conducted by Ralph 
W. Fischer who has been a member of 
the firm of Fischer & Fischer for the 
past ten years. 





J. B. Adams 


J. B. Adams, formerly with the Atlas 
Life of Oklahoma and recently agency 
supervisor for the Elmer Abbey agency 
of the Aetna Life, San Antonio, has 
been appointed manager of the life de- 
partment of Mitchell, Gartner & Wal- 
ton, Fort Worth, Tex., who represent 
the Columbus Mutual Life. He suc- 
ceeds E. F. White, who has become 
Dallas general agent of the Connecti- 
cut Mutual. 


N. H, Vaughan, A. J. Sater 


The American Life of Alabama has 
appointed N. H. Vaughan manager for 
southern Georgia with headquarters at 
Jacksonville, Fla., and A. J. Sater man- 
ager for central and northern Georgia 
with headquarters in Atlanta. The 
American Life had more producers and 
received more applications in June than 
in any one month since its organization. 


Old Line Life Texas Changes 


A. C. Burnett, formerly a leading pro- 
ducer for the Aetna Life and more re- 
cently with the Great American Life of 
San Antonio as vice-president, has been 
made manager of the life insurance de- 
partment of the G. C. Eichlitz Insurance 
Agency, San Antonio, which represents 








the Old Line Life of Milwaukee. H. A. 





Nichols, who has been manager of the 
life department, has been made manager 
of the health and accident department. 

Parke Houston, Texas agency super- 
visor of the Old Line Life, has moved 
his headquarters from Houston to San 
Antonio and will have offices at 228 
West Commerce street. 


G. R. Curry, F. X. Roach 


G. R. Curry, manager for the Bank- 
ers Life of Iowa at Mankato, Minn., 
has been appointed branch office man- 
ager at Minneapolis, and will look after 
both territories. 

F. X. Roach, formerly Minneapolis 
manager, has been appointed agency 
supervisor for the combined territories. 


William Hinshaw 


William Hinshaw, widely known 
Iowa million dollar producer, has ‘been 
appointed general agent for the Ohio 
National Life in charge of 15 central 
Iowa counties, with offices at 519 In- 
surance Exchange, Des Moines. 

He began his insurance career in 1916 
with the Bankers Life of Iowa. He was 
with that company until he went with 
the Royal Union Life in 1927. His high 
production record has been made chiefly 
in the rural territory in southeastern 
Iowa, where he has a wide acquaint- 
ance. 





J. A. Hill 

J. A. Hill, formerly one of the leading 
producers of the Pan-American Life in 
San Antonio and more recently with the 
United Fidelity Life of Dallas, has been 
appointed manager of the life depart- 
ment of Coleman & Co., San Antonio, 
Tex., representing the Provident Life & 
Accident. 





N. E. Smith 


N. E. Smith, prominent Los Angeles 
life man, has become affiliated with the 
Los Angeles agency of Union Central 
Life as general agent, as announced by 
Mark S. Trueblood, manager of the 
agency. His organization will co- 
operate with and report through the 
Trueblood agency. 

Mr. Smith is a graduate of the Uni- 
versity of Iowa. He has been in in- 
surance work in Philadelphia, Des 
Moines and southern California. 





Alex East 


M. E. Long, because of ill health, is 
relinquishing the management of the 
Fresno agency for the California-West- 
ern States Life. Supervisor Alex East, 
who has been assisting Mr. Long dur- 
ing his illness, is taking over the direc- 
tion of the agency. 


E. B. Seidel 


E. B. Seidel has been named division 
manager for the Guardian Life of New 
York, with headquarters at 514 Liberty 
building, Des Moines. He has been su- 
pervisor there for the Peoria Life. 





J. A. Edwards 


The Occidental Life of Los Angeles 
has appointed John A. Edwards general 
agent for British Columbia, with head- 
quarters at 321 Hall building, Van- 
couver. He has had several years’ in- 
surance experience. 





H. E. Van de Walker 


H. E. Van de Walker, who has been 
Michigan supervisor for the American 
Life of Detroit about two years, has 
joined the Ohio State Life as Michigan 
state manager for that company. His 
headquarters are in Detroit. Mr. Van 
de Walker has been prominent in life 
insurance circles in Michigan and has 
been active in organization work. Be- 
fore his connection with the American 
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ife he was Michigan state agent for 
he Peoria Life 17 years. 

Ray Fletcher of Ypsilanti has been 
ppointed agency supervisor for the 
lichigan agency. 


Fred H. French 


Fred H. French, prominent in the 
orthwestern Mutual Life agency in 
alt Lake City, has been appointed gen- 
ral agent there to succeed F,. W. Per- 
ens, who died a few months ago. He 
vent to Salt Lake City about 12 years 
Beco from Milwaukee. 





Lloyd S. Wright 


Lloyd S. Wright has been appointed 
Mmanager of the downtown agency of 
the Indianapolis Life, with headquar- 
ters in 417 Circle Tower building, In- 
dianapolis. He has been in life insur- 
Bance work 15 years. He was recently 
Hwith the Union Central. 





; William Read 

| The Great Southern Life has opened 
ma branch office in. Corpus Christi, Tex., 
Swith William Read in charge. 

4 

j 

Life Agency Notes 








F. W. Dooley has been appointed dis- 
itrict agent for the Continental Assur- 
ance of Chicago for the Rio Grande Val- 


ley, with headquarters at Mission, Tex. 
The Pilet Life has appointed the fol- 
lowing new general agents: A. C. Elder, 


Roanoke, Va.; F. W. McBride, Covington, 
Tenn.; Hugh Waldrop, Goldsboro, N. C. 
M. W. Bausell has been appointed gen- 
eral agent for the Trinity Life of Fort 
Worth, Tex., for San Antonio and vicin- 
ity, with offices at 614 Brady building. 
The Life of Virginia has appointed 
W. G. Peele at Williamston, N. C.: ‘ 
Wilson, N. C.; C C. Ward at 
Cc., and B. W. Sebrell at 
eral agents. 


Rocky Mount, N. 
Lawrenceville, Va., as gen 
F. L. Myers, Elgin, Ill., has been ap- 
pointed manager of the Rockford, IIL, 
district of the Western & Southern Life, 
succeeding G. H. Weber, who has been 
placed in charge of the Chicago-Lake- 























lent view district. 
ww Ca R. L, Sechmerbeck, who before going to 
wy Texas had represented the New York 
Life, has been appointed general agent 
— ' for the Acme Life of Austin, at Kerrville, 
5 Tex. E. P. Thomas, formerly with the 
N Southwestern Life at Luling, Tex., has 
been appointed general agent at Corpus 
Christi. 
ing f 
NA 
ASSOCIATIONS 
— Little Rock—The Little Rock associa- 
OD ton has endorsed T. M. Riehle of the 











Equitable Life in New York City for the 
presidency of the National association. 
B. R. Hamilton, vice-president and 
wency supervisor of the Pyramid Life 
of Little Rock, has ‘been made president 
of the association to succeed James 
Rutherford, who goes to Nashville, 
‘enn., as home office representative of 
the Penn Mutual Life. The vice-presi- 
dents are Ora Massey, John Hancock 
Mutual, and Norman Lisk, Metropolitan 
Life. 
* * * 

Akron, 0.—Sales principles in selling 
life insurance never change, but sales 
methods may change overnight to meet 
hew conditions. Recognizing that radi- 
ally new conditions exist in the busi- 
hess the Akron association has prepared 
‘ program of meetings during which a 
‘ontinuity in the discussion of sales 
methods will be observed by the speak- 
*rs. The program committee consists of 
Waller, chairman; M. F. Boice, 
.. Lake and E. O. Mowrer. 

With a record of several years of ac- 
‘vity in association work, E. C. Noyes, 
neat of the Akron city association, 
‘as been made a trustee of the Ohio 
State association. 
* * * 

paren Miss.—Maj. W. C. Wells, gen- 

counsel of the Lamar Life, addressed 


- Mississippi association on “Legal 
—,, Every Life Underwriter Should 
now.” President H. M. Faser reported 


‘n increase in membership over 1932. 








CHICAGO NEWS 














NEW INSURANCE EDITOR 

John C. Leissler has resigned as in- 
surance editor of the Chicago “Journal 
of Commerce” after having served in 
that capacity 6% years. Mr. Leissler 
started in newspaper work in Dallas and 
later was a reporter in Des Moines. 
He went to Chicago for the “Journal 
of Commerce” from Des Moines, where 
he had handled insurance news to some 


extent. 
The new insurance editor of the 
“Journal of Commerce” is A. L. Kirk- 


patrick, who has been connected with 
W. A. Alexander & Co. of Chicago in 
life insurance work. Formerly he was 
at the home office of the Continental 
Casualty and Continental Assurance of 
Chicago. At one time he was con- 
nected with the Casualty Information 
Clearing House of Chicago and before 
that was a statistician for the Integrity 
Mutual Casualty. He is a graduate of 
the University of Michigan and is 
prominent in the alumni affairs of that 
institution. 

Mr. Kirkpatrick will also act as an 
advertising representative for the “Jour- 
nal of Commerce.” 

. «2 
SITUATION BETTER IN CHICAGO 


So far as production figures are con- 
cerned, the promise of inflation and un- 
doubtedly improved general business 
have had little tangible effect on sales 
in Chicago. All agencies are much 
more optimistic than they have been 
for many months, but greater produc- 
tion still appears to be just around the 
corner. Under the circumstances, how- 
ever, most offices are well satisfied with 
results for the half year. Almost with- 
out exception they report as much paid 
business as in the six months of 1932 
and in many instances modest advances. 
The greatly improved morale of agents 
is the most definite sign that life insur- 
ance selling in Chicago is on the mend. 

An agent in one office who had not 
showed up there for two months last 
week was induced by his manager to 
try the coin bank approach. He secured 
ten interviews and five applications, with 
some cash on each. Now he is definitely 
back in the business and very enthusias- 
tic about prospects. Group insurance 
which has suffered a great slump be- 
cause of unemployment, appears to be 
better. One large office has closed a 
new case involving over 10,000 employes 
and $15,000,000 or so of insurance. In- 
dividual ordinary offices report they are 
ahead for the six months as much as 30 
percent. Cases are not quite so hard to 
close. People who have had money 
throughout the depression but were 
hoarding it, are beginning to see day- 
light ahead and to untie the purse 
strings. Department stores are reported 
to be doing a fine business, due to the 
many Century of Progress visitors in 
the city. Furniture stores, which have 
suffered greatly, are getting consider- 
able trade. Chicago “loop” hotels and 
the Stevens of Illinois Life fame, are 
jammed to the roofs with long queues 
waiting in hopes of geting rooms. All 
of this means ready money in circulation 
and freer spending, which is bound to 
help Chicago life men. 


New South Carolina Company 


The Monarch Life of Greenville, S. 
C., has been incorporated with capital 
of $25,000. The president is J. D. Gil- 
bert; vice-president. J. P. Thompson, 
and secretary, C. W. Patterson. 


Correct Figure Given 


A typographical error in the aver- 
age cost if surrendered over 20 years 
on an ordinary life policy of the New 


Life issued at age 35 (present 
scale) occurred in the 1933 Little Gem 
Life Chart. The figure should read $3.34 
instead of $2.34. This is on page 359 of 
the western edition and page 240 of the 


York 





eastern edition. 
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What Annuitants 


Think 


In reply to a form letter of inquiry recently 
sent to its annuitants, the Company received 
over 65 per cent replies, all enthusiastic and 
many expressing gratitude to the person who 


prompted the 


purchase of the annuity and even 


to the Company. 


Beneficiaries of life insurance undoubtedly 
teel the same way, especially those enjoying in- 


come settlements. 


everywhere. 


They are actively at work 
Their cooperation strengthens all 


life insurance men to the extent to which it is 


kept in mind. 


Connecticut General 


Insurance Company 
Hartford, Conn. 


Life 








PROTECTION 


MAN of confidence, vision, sense of duty and tenacity was needed 
4 to lead the colonies through those dark days of their fight for inde 


pendence. 


That man had to be a great salesman, for the small, strug- 


gling army must be sold and resold on the glorious proposition of the 


freedonr of our country. 


George Washington was chosen. 


Because of his firm belief in the future of the colonies he led his 


little army to victory. 


The Constitution of the United States was then 


drafted to protect the new nation to the utmost. 


Life Insurance today is carrying out the great ideals of our fore- 


fathers. 


ideals with great remunerative returns? 


be friendly with the 


Are you interested in a profession embodying the highest of 


Then you will find it pays to 


PEOPLES LIFE INSURANCE CO. 


FRANKFORT 


INDIANA 
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are $65,000 per year a 10 percent cut 
would mean a saving of only $6,500.” 
As to the idea of giving up the com- 
pany’s somewhat expensive quarters in 
a first class office building, where a ren- 
tal of $10,000 or $12,000 a year was paid, 
and purchasing some residence property 
at the present depressed prices for 


$25,000 or $30,000, he doubted “whether | 


this would pay in the long run, because 
of taxes, repairs, upkeep, etc.” In short, 
his idea was that what economies he 
might be able to effect would not be 
sufficient to make any great difference 


in the financial condition of his company. 

Does not this official make a mistake 
in taking this viewpoint? It may not be 
of great importance when times are good 
and when a few thousand dollars one way 
or the other really would not make a 
great deal of difference; such items of 
savings as those referred to become of the 
greatest importance the moment a com- 
pany commences to work downwards 
instead of upwards, which it must be 
admitted has been true with the ma- 
jority in more recent times. There is a 
point at which the strictest economy 





life insurance. 


taining it. 


ESTABLISHING AND 
MAINTAINING GREAT 
CONFIDENCE 


“You can never rest on your oars in the race 


to acquire and hold public confidence.” 


This we say to ourselves, but ‘tis true of the institution of 


It is a glorious feeling and a great satisfaction to know you 
deserve that confidence, but, another thing is getting and main- 


The close of June found us equal in gain to our November 





position in 1932. 





the year. 


insurance. 





June was the largest month for new business and gain that we 
had enjoyed for 20 months, with the exception of last December. 


Our aim is to continue to merit patronage, and then to go 
after that business with new enthusiasm each day and month of 


To beat our own score is the game always, both in economic 
production of insurance and likewise in Service selling that oe 
mids confidence in the Company and in the institution o 


L. A. WILLIAMS, General Manager 


COUNTRY LIFE INSURANCE COMPANY 


608 So. Dearborn Street, Chicago, Illinois 
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THey’Lt Herp You 


This is one of the 
12 attractive pic- 
tures from the 
National Under- 
writer Life Insur- 
ance Calendar 
for 1934. Send 
10 cents for 
complete sample. 


It is pictures like these that get under your prospect's skin and get him to buy more 
life insurance. Your advertisement and 12 different attractive life insurance pictures on a 
1934 National Underwriter Insurance Calendar will aid you materially in getting more 
National Underwriter, A-1946 Insurance Exchange, Chicago. 


Send 10c for sample. 


“apps.” 





National Under- 
writer Life Insur- 
ance Calendars 
have 12 sheets— 
one foreach 
month — with a 
different attrac- 
tive picture on 
each sheet. 


should begin and that is when the sur- 
plus is so low that there is any possible 
danger and of course this surplus should 
be large enough to take care of all fluc- 
tuations in values whether shown in the 
statement or not. 

The sum of $6,500 per year over two 
or three years might be enough to make 
the difference between the success and 
failure of a company even of fair size. 
It is with a company as with the indi- 
vidual that $1.01 for every $1 of liabili- 
ties may mean affluence and success, 
while 99 cents for every dollar of debts 
may mean disastrous failure. But it is 
to be supposed that when economies in 
salaries are introduced these same econ- 
omies go on down the line, even to the 
field forces, and a new and helpful spirit 
is engendered, provided the management 
has the right kind of loyalty. Inciden- 
tally, this loyalty has to be earned and 
does not come as a gift. 

. 2 6 


The difference between $1.01 and 99 
cents for every $1 of liabilities is the 
difference between optimism and depres- 
sion, between confidence and doubt. It 
is for that reason that the little econo- 
mies and savings started early enough 
save many a concern not only because 
of the actual savings made, but for the 
greater reason that the whole psychol- 
ogy of the company is pitched on a 
sound basis. 

There is nothing which distinguishes 
the management of a company and gives 
it its stamp for ultimate success or fail- 
ure more than this appreciation of the 
great importance of little economies in 
a time of stress. From this point di- 
verge rapidly the two classes of execu- 
tives, the ones who are in control of the 
situation at all times and whose institu- 
tions san hardly help go forward with 
a reasonable degree of ability white from 
the other class are drawn the lists of 
failures. 

Fortunately, an insurance company is 
not like a factory. Its outgo can be 
timed to its income. Of course no claim 
is made that the one virtue of economy 
is enough to build any company or to 
save companies from failure; there must 
be brains in the institution as well, but 
in these times it is a question whether 
the significance of only a few thousand 
dollars one way or the other combined 
with the economical spirit is sufficiently 
appreciated. The first item mentioned, 
$6.500 a year, seems a rather insignifi- 
cant sum to worry about, yet it would 
pay a fair dividend for these times on 
$200,000 of capital stock; it might make 
the difference between an increase or 
decrease in surplus for the year, with its 
psychological effect, and it with other 
economies might transform a company 
from one which is losing money to one 
which is making a little, which is all the 
difference in the world. 


Foreclosures by Insurance 
Companies May Increase 
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fire and casualty companies as well as 
of life insurance companies. Although 
the fire and casualty companies do not 
have such a large proportion of mort- 
gage loans, by and large, as do the life 
companies, yet the fire and casualty 
companies do have some, much of 
which they p:cked up from local agents 
who were in the real estate or mortgage 
loan business. The fire and casualty 
companies would purchase these securi- 
ties as a favor to local agents in the 
expectation of getting insurance busi- 
ness in that way. 

Some of the companies not only have 
a margin in their statements, which now 
permits them to handle their mortgages 
in what they regard as the most ef- 
fective fashion, but they also feel that 
the chance of selling these properties 
after they are taken over is consider- 
ably better. There seems to be evi- 
dence that the inflationary movement 
and the feeling of confidence is reach- 
ing the real estate market and there 
are many who are very bullish as to 





the future of real estate. 
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The New and Original Answer 
to the Demand for Life Insur. 
ance with Disability Income 


Benefits 


Let Us Tell You About It 
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THE PROVIDENT 


Life and Accident Insurance 
Company 
CHATTANOOGA, TENNESSEE 
Established 1887 
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—Vested Renewals 
—Agency Building Opportunity 
—Home Office Co-operation 
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C. M. Kremer, Agency Supt. 
National Guardian Life Ins. Co. 
Madison, Wisconsin 
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| ladies were guests at a dinner dance 
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Time vs. Service Time,” and “Capital- 
izing Misfortune.” 

F. R. Olsen, Minneapolis, presided at 
the metropolitan agents’ meeting, with 


L. L. Erickson, Minneapolis, giving the ! 


talk and H. W. Shedd, Chicago, leading 


coaching on the job, joint work was|/the quiz on the first subject, while | 
Charles Stapleton, Brooklyn, handled | 


discussed by Harry Krueger, New York | 
City, and “Standard Sales Talks” by | 
Philip Baldwin, Washington, D. C. Ac- | 
tual sales material was reviewed by Hec- 
tor Dodds, Chicago, and A. N. Smith, 
Cleveland. 

Sales clinics were conducted for 
newer agents with H. M. Files, Cedar 
Rapids, la., as chairman. W. S. Allen, | 
Jr, New York, discussed “Meeting 
Present Day Objections”; N. L. Hill, 


St. Louis, “Completing the Sale”; | 
George Kutcher, New York, “Joint 
Work”; N Burgheim, St. Louis, | 


“Preparing the Sale”; John Binns, New- 
ark, “Personal Finances”; Dr. Frank 
Moxon, assistant medical _ director, 
“Medical Problems”; V. E. White, 
Cedar Rapids, la., “Simple Service Sell- 
ing to the Small Buyer’; A. C. Hoene, 
Duluth, Minn., “Selling the Small Busi- 
‘ J. Koch, Cincinnati, 
“Fitting the Plan to the Buyer,” and 
M. L. O’Connor, Oshkosh, Wis., “Sell- 
ing Boys.” 
Monday night the agents and their 


followed by entertainment. F. R. Olsen, 
Minneapolis, was chairman. 


Four Playlets Staged 


— ee 


Fundamentals of selling were brought 
out in an unusual way by four playlets 
on prospecting, planning and mental ad- 
justment, presentation and mental atti- 
tude. The problems were presented in 
each case in a skit followed by a talk 
on the solution. Then the method was 
demonstrated, followed by questions. 

H. L. Cramer, South Bend, Ind., pre- 
sided at the Tuesday morning session 
Talks were given on “Securing Our Raw 
Material” by Herman Duval, New York 
City, and “Continuous Performance at 
Your Capacity” by J. O. Todd, Minne- 
apolis. E. H. Earley, Brooklyn, pre- 
sided at the afternoon session. C. R. 
Eckert, Columbus, O., spoke on “It’s 
All in What You Say.” : 

The latter part of the afternoon di- 
vided sessions were held, one for agents 
in metropolitan field and another for 
agents in small communities and rural 
fields. Subjects at both were “Selling ! 


Nothing Wrong! 
five months of 


D 1933 this Com- 


pany sold more pol- 
icies than in the similar 
period of last year. 
The demand for life 
insurance is getting 
stronger. Men of 
character and indus- 
trious habits should 
be interested in a 
direct Home Office 
contract giving liberal 
first year commissions 
and non - forfeitable 
renewals. 








URING the first 


California -Western 
States Life 


“Home Office Sacramento 











the second subject. Ralph Theisen, 
Lincoln, Neb., presided at the second 
group meeting. The subject was dis- 
cussed by S. L. Youngquist, Knoxville, 
Ill., and the quiz led by B. L. Peck, Mt. 
Carroll, Ill., while H. G. Fricke, Omaha, 
winner of the Marathon Club prize this 
year, talked on the second subject. 

A program for ladies attending the 
convention, affording them an oppor- 
tunity to exchange views and experi- 
ences as well as ideas in assisting the 
production of their husbands, was held 
Tuesday afternoon. Mrs. S. A. Erick- 
son of Mankato, Minn., was in charge 
of the meeting. Talks were given by 
Mrs. R. F. Clendenin, Louisville, on 
“Creating Proper Mental Attitude,” and 
Mrs. Warren Lundgren, Racine, Wis., 
on “Cooperative Prospecting.” The con- 


‘cluding speaker was H. N. Laflin, as- 


sistant counsel of the Northwestern Mu- 
tual, on “Men Rule the World; Women 
Rule the Men.” 

R. M. Hamburger, Minneapolis, was 
chairman at the banquet Tuesday night. 
The speaker of the evening was F. W. 
Sargent, president Chicago & North 
Western Railway Co. and a trustee of 
the Northwestern Mutual. 

E. H. Earley, Brooklyn, was elected 
president of the agents’ association to 
succeed C. . Poindexter, St. Louis. 
R. H. Pickford, Cedar Rapids, Ia., be- 
comes vice-president, and G. H. Young, 
Milwaukee, continues as secretary-treas- 
urer. F. R. Olsen, Minneapolis, was 


| elected chairman of the standing com- 


mittee, which also includes C. S. Beck, 
Toledo, R. O. Becker, Peoria, Ill.; M. 
L. O’Connor, Oshkosh, Wis., and C. R. 
Garrett, Sioux City, Ia. 

The Supervisors Association elected 
A. N. Smith, II, Cleveland, president; 
Philip Baldwin, Washington, D. C., vice- 
president, and G. H. Young, Milwaukee, 
secretary-treasurer, Members of the ex- 
ecutive committee are Harry Krueger, 
New York; M. P. Flickinger, Spring- 
field, Ill., and B. B. Boyd, Kansas City. 

B. S. McGiveran, Eau Claire, Wis., 
was chairman at the closing session 
Wednesday morning. “Mental Attitude” 
was the subject of the dramatic sketch 
which preceded a talk by President 
Glenn Frank of the University of Wis- 
consin. A feature of this session was 
the debate by T. A. Peyser, New York 
agent and member of congress from 
that state, and R. S. Goldsbury of Pitts- 
burgh. 

The concluding address, summing up 
the convention in an inspirational talk, 
was given by C. L. McMillen, New 
York City general agent and formerly 
home office general agent in Milwaukee. 

The General Agents Association held 
its meeting Wednesday afternoon with 
H. L. French, Madison, Wis., presid- 
ing. Wednesday night the company 
tendered a dinner to its officers and the 
general agents to meet the new com- 
pany officials elected at the annual 
meeting of the board of trustees 
Wednesday afternoon. 

Langford & Fahey, St. Paul, Minn., 
general agents carried off the silver con- 
servation cup in the annual contest for 
general agents. This agency and Cam- 
eron & Carroll, Oshkosh, Wis., tied with 
362 points and percentages of 90.50 each, 
but Langford & Fahey obtained first 
rank according to leadership in two of 
the three factors considered. The next 
ranking general agency is Reynolds & 
Engel, Dayton, O., with 361 points and 
90.25 percent, followed by M. W. Mack 
with 354 points and 88.50 percent. 


“Analyzing Life Situations for Insur- 
ance Needs,” by G. M. Lovelace, tells 
how to employ methods which will in- 
terest each individual type of prospect. 
Price, $2.25. Order from the National 
Underwriter. 
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PROTECTION 


LIFE INSURANCE 


Estimated Average Annual Cost for Whole Life Polic 
Twenty Years based on Actual Experience Past Ten 


Ten East Pearson Street 





over Period of 
ears. 


Age 35—$15.38 


Per $1,000 of insurance 
Reduced to this figure by an earned dividend. 


No Cash Demand Liabilities 


except advance premium payments 





Excellent Opportunity for Salesmen 
Operating in Illinois, Michigan, Indiana and Missouri. 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
Mutual Legal Reserve Life Insurance 
CHICAGO Phone Superior 1714 














Girard Life Insurance Company 
Philadelphia, Pa. 


Has excellent General Agency openings 
in Ohio, Pennsylvania and Michigan 


Generous first year and renewal commissions. 
Low net cost policies. 


We seek General Agents of high character and ability, who are will- 
ing to devote efforts to building a real General Agency. 


When writing give us a fair word picture of yourself and your insur- 
ance experience. 


Your correspondence will be treated confidentially until 
such time as we have your permission to make inquiry. 























GREAT REPUBLIC LIFE INSURANCE CO. 


UNUSUALLY ATTRACTIVE 
DIRECT HOME OFFICE CONTRACT 


In Unassigned Territory 


T. J. McCompn, President 
1300 Great Republic Life Building, Los Angeles, California 

















} BUFFALO MUTUAL LIFE INSURANCE COMPANY 








NEW YORK and OHIO 
OPENINGS 
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For 61 years we have furnished Life BUFFALO. NCY: 
Insurance at the lowest possible cost. 
An expansion program makes available desirable openings for aggressive Agents. 


Write in detail and confidence to: E. PARKER WAGGONER, Supt. of Agents. 
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Grant L. Hill to 
Succeed Parsons 
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$238,000,000 or 23.53 percent of the total. 

Death claims paid for the six months 
were nearly $23,000,000, a slight de- 
crease from the like period of 1932; divi- 
dends to policyholders, over $20,000,000, 
and surrender values $26,000,000. The 
total amount paid to _ policyholders 
and beneficiaries in the six months was 
over $71,000,000, a decrease of only 1% 
of 1 percent. 
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Dade ten Clerical 
Help is Pondered 
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be shown against seasoned employes. 
Then there are offices located in 
smaller towns, where the employes live 
and have their lunches at home. In 
these places, a salary of $10 a week 
is perhaps more than equivalent to a 


salary of $15 a week in the larger 
cities, 
The question of the 40-hour week 


comes up. Some of the companies find 





GLoBE LIFE INSURANCE Co. 


Pose Barry Dietz 
President 


OF ELLINOIS “32c7" 


HOME OFFICE ADDRESS SINCE 1895 


431 South 


Dearborn St. 


CHICAGO 



































e Brokerage Business Solicited in Illinois 


























A 

















LEGAL 

















RESERVE 

















COMPANY 

















OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


insurance Company 
DENVER, COLORADO 











Organized 1850 


HOME OFFICE: 


THE UNITED STATES LIFE 
In the City of New York 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
156 Fifth Avenue, New York City 
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that their schedule runs an hour or two 
longer than this and they are planning 
to allow an extra 15 minutes or so 
at the lunch hour on two or three days 
a week. 

There will be a meeting of the execu- 
tive committee of the American Life 
Convention Tuesday at St. Louis to dis- 
cuss some of the practical phases. Judge 
B. K. Elliott of that organization is here 
this week conferring with eastern offi- 
cials on the subject. 

Word comes to New York from var- 
ious towns that local agents and com- 
pany offices are holding meetings on 
the code question. In some cities, an 
attempt is being made to get some sort 
of uniformity among the different of- 
fices. That is, the offices would agree 
on some uniform schedule of working 
hours. 


Local Agency Question 


The minimum wage scale will un- 
doubtedly prove a hardship to many of 
the smaller local agents, who have been 
paying perhaps $8 or $10 a week for 
help. 

In some offices, the promulgation of 
the code has caused some unrest among 
the help. Not only are employes who 
have been getting less than the mini- 
mum assuming that they will now get 
$15, but employes making less than 
$150 a month seem to feel that they 
should be increased. 

Whether a shorter week will necessi- 
tate employing much more help in in- 
surance offices is doubtfvl. Many com- 
panies are today carrying extra help 
for humanitarian reasons. Of course, 
now in the vacation season, some of 
the companies might be short handed 
if they were compelled to decrease the 
working hours. 

President F. H. Ecker of the Metro- 
politan Life has sent the following tele- 
gram to President Roosevelt: 

“Metropolitan Life with a clerical staff 
of approximately 18,000 joins in your 
nation wide effort respecting minimum 


wages and maximum working hours. 
Hours of work for our home office 
clerical employes who compose much 


the greater part of our whole clerical 
staff have for some time been less than 
those now suggested, the five day week 
having been adopted for our home office 
force in April 1932. Our total clerical 
employes now exceed number employed 
in 1929 by 2,800. As to two or three 
percent composed of new clerks whose 
compensation is less than minimum now 
suggested we will adjust their compen- 
sation according to standard proposed 
by administration. In those localities 
where office hours for clerks are now 
longer than suggested minimum suitable 
modifications will be adopted.” 


Pledge 


The Lincoln National Life of Fort 
Wayne was among the first insurance 
companies to express its intention of 
conforming to the President’s industrial 
blanket code, reducing the hours of 
work to the minimum of 40 per week 
and maintaining a minimum wage. 
President A. F. Hall wired the Presi- 
dent: “Wholeheartedly in accord with 
your reemployment program. Our com- 
pany will cheerfully sign the industrial 
recovery blanket code limiting hours of 
employment and maintaining a mini- 
mum salary. We pledge ourselves not 
only to live up to this agreement to the 
letter but in the spirit as well. 

President Hall stated: “We believe 
the industrial recovery blanket code as 
presented by the President represents 
a wise and sane solution of our economic 
difficulties.” He stated that in his or- 
ganization, which employs large num- 
bers of young, inexperienced clerical 
workers, the maintaining of the mini- 
mum wage will call for substantial sal- 
ary increases for approximately 20 per- 
cent of the entire personnel. He feels, 
however, that this increased salary ex- 
penditure is justified in view of its con- 


Lincoln National 


tribution to increasing purchasing 
power. Likewise, the shortening of the 
work day will entail some increase in 
personnel. 


Telegrams assuring cooperation with 




















the national recovery act have been sey 
to President Roosevelt by President 7 

A. Buckner of the New York Life ang 
President E. D. Duffield of the Prudep. 
tial. Mr. Buckner’s message assure 
the President that the New York Lik 
would cooperate in every possible way 
Mr. Duffield wired: “The Prudentig 
desires to cooperate in every way with 
your efforts to secure industrial recoy. 
ery and is immediately making a fey 
minor adjustments which will bring oy 
employes well within the limits set by 
the industrial recovery act for min. 
mum wages and maximum time. Aj 
though we now have over 2,000 mor 
full time employes than we had in 19% 
we are nevertheless taking the neces. 
sary steps to add as rapidly as possibk 
to our present organization of 35,000, |; 
our organization, operating throughout 
the country, can render aid in making 
your campaign successful, we are a 
your command.” 



















Green Heads Seattle Managers Z s 
SEATTLE, July 28—The  Seattk contr 
Life Managers Club has elected Pay ‘Opi1 
Green, general agent Aetna Life, pres- Inflat 
dent; Jack Hazlitt, Northern Life, vice- Life 
president, and J. F. La Plant, Metro. Insut 
politan Life, secretary-treasurer. argur 
ee ee Pri 

World Fair Trips Offered en 

The Flickinger agency of the John com! 
Hancock, Indianapolis, is offering a free tion. 
trip to the world’s fair and convention vane! 
of the National Association of Life Un- Us 
derwriters in September. To qualify, will, 
the agent must write a specified amount mint 


of new 
Aug. 15, 
for it. 

So that more agents may benefit by 
this offer, however, for certain amounts 
of production, a specified portion of 
the agent’s expense to the fair is to 
be paid by the agency. The response 
so far has been encouraging. 


business between June 15 and Pr 
and has until Sept. 15 to pay 
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Myrick Answers Inflation Argument 
Against Purchase of Life Insurance 
Under Present Market Conditions 


J. S. Myrick of New York City, man- 
ager Mutual Life of New York, has 
contributed a valuable treatise entitled 
“Opinion Concerning the Influence of 
Inflation Upon the Purchase of New 
Life Insurance as Well as Existing 
Insurance.” It answers the inflation 
argument against more insurance. 

Prospect: “I would be foolish to put 
any cash into life insurance now. The 
place for money now is in stocks or 
commodities that will profit by infla- 
tion. Just look how stocks have ad- 
vanced already!” 

Underwriter: “What do you think 
will be the final outcome of the ad- 
ministration’s inflation program?” 

Prospect: “I don’t know. Mr. 
Roosevelt himself said in his recent 
Sunday night radio talk that the infla- 
tion powers granted him will be ex- 
cised only ‘when, as and if? the need 
arises to use them . . . etc., etc.” 

(Let the prospect air his views, but 
don’t argue. Like “technocracy,” infla- 
tion is something everybody talks about 


and, perhaps, nobody fully under- 
stands.) 

What Prospect Thinks Will 

Be Inflation’s Result 

Underwriter: “But why does the 
prospect of inflation influence you 


against buying more life insurance?” 

Prospect: “Simply because I will be 
paying the life company valuable dol- 
lars in purchasing power, and maybe 
I'll get back cheap dollars—only worth 
half as much in purchasing power as 
the dollar is worth now. On the other 
hand, an investment in stocks or com- 
modities now will increase in dollar 
value as the dollar increases in pur- 
chasing power.” 

Underwriter: “Perhaps you're right. 
I confess the subject is too deep for 
me. But I ran across some figures the 
other day that struck me as_ inter- 
esting.” (Reaches in his pocket for 
typewritten sheet, reading as follows:) 

From United States Department of 
Commerce figures. 1926 dollar is taken 
as the basis. Note the increased value 
during periods of depression and the 





decrease in purchasing power of the 
dollar in times of prosperity. 
Purchasing Power 


Year of $1.00 
Dn. p.senesnsseeeeeéaseabas $0.65 
tn cc. eseeedeake oaewewee 1.00 
Dt. Js nese saad easehen'eee 1.02 
Dl -shundhesdeududebesten’ se 1.16 
Deen . dn06000086600C8s00 60% 1.55 


Like the nation’s dollar, the individ- 
ual’s dollar buys more satisfaction in 
times of greatest need. 

Individual's Value of $1.00 to 


Status Him or Her 
ee ceca CGR eS Ee ee $1.00 
SD. a batted hh) akg ete <a 9.00 
ST nc tecnenaeeknaaauee 0.30 
Sf EMRE A ey 5.00 


Circumstances Change 
the Value of the Dollar 


Underwriter: “Isn't it true that just 
as the cycles of prosperity and depres- 
sion change the purchasing power of 
the dollar, the changes in an individual’s 
circumstances change the value of the 
dollar—to him? 

“Of course, my figures may not in- 
dicate the exact ratio, but doesn’t a 
dollar mean a lot more to a widow than 
to the wife of a husband who earns a 
good income? Doesn't it mean more 
to an old man who has outlived his 
earning power than to a youth with 
his best earning years ahead? There 
is no way to measure just how much 
more, but don’t you think there is a 
wide difference, even though we can’t 
accurately measure it?” 


Value Appreciated More 
Now Than Few Years Ago 


Prospect: “Yes, that is undoubtedly 
true. I know that I appreciate the 
value of a dollar now more than I did, 
even a few years ago.” 

Underwriter: “Then, when you come 
to think of it, isn’t life insurance always 
a bargain in the purchase of future dol- 
lars? 

“Isn’t it one of the greatest services 
of life insurance to save cheap dollars 
—that is, dollars that a person can 





easily afford to spare from his surplus 
income—and return them to him as 
very valuable dollars when he or his 
family need them most—either as loans 
in emergencies, as income in old age, 
as means of support for widows and 
children at the father’s death? 

“Have you ever asked an old man 
who has retired—either through choice 
the dollars he 


or necessity—whether 
has been able to hang unto are not 
worth a whole lot more to him than 


they were at the height of his earning 
power—in the days of his own personal 
prosperity ? 

“Have you ever asked a widow 
whether the dollars she is getting from 
her husband’s life insurance or other 
estate don’t mean a lot more to her 
now than in the days when her hus- 
band was living and providing amply 
for her needs and those of her chil- 
dren? 


Inflation Will Have No 
Bearing on Years Hence 


“Inflation may, or may not, bring 
about great changes. We have passed 
through three eventful years and seen 
some startling things happen in the last 
few short months. But, after all, will 
inflation or no inflation have much 
bearing on what you want to accom- 
plish for yourself or for your family 10, 
20, or 30 years from now? 

“Bear in mind, too, that in purchas- 
ing life insurance—which is simply buy- 
ing money for future delivery—you are 
not paying cash in advance, but buy- 
ing, in instalments of 3% or 4%, the 
principal sum you want for yourself or 
your family. These instalments are 
paid over a long period of years. Some 
may be paid in dollars of high purchas- 
ing power; others, in low-valued dol- 
lars. 


Present Life Insurance 
Bought With Cheap Dollar 


“For your present life insurance you 
paid a cheap dollar in 1920. Which, in- 
cidentally, may have been just as val- 
uable to you then as the higher pur- 
chasing power dollar that paid your 
1932 premiums. But probably you 
didn’t think about that question at 
either time. What you probably have 
thought about many times in the past 
three years is that all you did put into 
life insurance in the past is safe. It’s 
one investment that hasn’t depreciated 





at any time. Maybe you even wish 
you had put all your surplus into life 
insurance.” 

It has also been said that it does not 
seem that there is any investment other 
than life insurance which a man can 
buy which eliminates to such a large 
degree the disadvantage arising because 
of the changing value of the dollar. If 
a man buys a bond today, when dol- 
lars are dear, and it matures at some 
future date when dollars are cheap, he 
has had a loss. 


Will Pay in Series of 
Dollars of Varying Value 


Suppose, on the other hand, he buys 
life insurance today. Usually he does 
not pay for it in full today. He makes 
one payment in 1933 dollars, another in 
1934 dollars and unless he dies early, 
he will continue to make a long series 
of payments in dollars of varying value, 
so that he may be said to make his 
investment in dollars of average worth. 

And, of course, his current protec- 
tion throughout is, in the nature of 
things, expressible in dollars of approxi- 
mately the same purchasing power as 
the premium currently paid, including 
the part thereof which is required to 
cover the cost of insurance. 


Stability Is Characteristic 
of Life Insurance System 


When the policy matures by death 
or otherwise, he may again average the 
dollars which he receives from the com- 
pany by using the settlement options, 

The safety of life insurance has al- 
ways been appreciated because of the 
many averaging factors effective in its 
operation. It has always been recog- 
nized as another factor which tends to 
eliminate the risk from a man’s in- 
vestment program. Life insurance is 
good property for a man to buy who 
is troubled by the changing value of 
the dollar. 


Need More Calls Per Sale 


In the last year or so general agents 
and managers have been telling their 
men that approximately 50 calls were 
required to secure one sale, and from 
10 to 15 interviews. Analysis by one 
large company of records kept faithfully 
by agents shows that so far this vear 
the average number of calls per sale is 
nearer 75, and at least 15 presentations 
are required to sell a policy. 
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$1,000 to $1,600 
Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of Course Issued in Larger Amounts 
All Premiums Returned 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Example 


Original cost, age 30, $21.40 per 

$1,000 to age 59; $17.19 per $1,000 

thereafter. 

If reside in Ohio, Illinois, Ind 

| By AP EB 

Virginia or the District of Columbia, 
Write for Samples and Particulars 


This is one of the unique contracts 
issued A 


Federal Union Life 


Cincinnati, Onr0 





Stephen M. Babbit 
President 


HUTCHINSON, KANSAS 
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Policies That 
Keep Abreast 
of the Times 


To the life man who desires to serve his 
clients with the proper sort of disability 
coverage, the line issued by this Com- 
pany will be found to be completely 
satisfactory. 


He will find Accident and Health con- 
tracts as satisfact to him as his own 
life policies. We offer life agents a sub- 
stantial addition to their income. Send 
in the coupon for full information. 


INTER-OCEAN CASUALTY 
COMPANY 


Executive Office 
CINCINMATI-OMIO 


| tater-Ocean Casualty Co., 
American Bidg., Cincinnati, Ohle. 
Please send me informati ard: - 
J cent and heaitn policies. me Ge ae 
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Shorter Hours Not for Life 
Agents, E. S. Albritton Says 


The new deal in many lines calls for 
shorter hours, but not in life insurance 
selling, where more hours of work are 
indicated. This message was brought 
to the leaders’ annual convention of the 
Volunteer State Life in Chicago by E. 
S. Albritton, Chicago general agent for 
the Provident Mutual Life. He said the 
agent will not accomplish much with 
the new deal unless he applies thought, 
study and work to his task. 

The chief capital of the agent today, 
he said, is his time. Therefore the mas- 
tery of time control is most important. 
Time control, according to Mr. Albrit- 
ton, is work intelligently planned and 
carried to completion in a given period 
of time, usually measured by days, 
weeks and months. Daily and weekly 
reports are not requirements of the gen- 
eral agent, they are absolute require- 
ments of success. 


Find Man With Funds 
and Need for Insurance 


Mr. Albritton said the agent 
justly proud of the institution 
insurance and its record, but it is time 
to let this accepted fact stand on its own 
reputation and go about making the 
record that life insurance is entitled to 
receive from the agent. 

Mr. Albritton said prospecting today 
has become a highly developed art of 
finding the man with funds who has a 
definite need for life insurance. Hunt- 
ing the man with money is not as diffi- 


can be 
of life 





cult as many may think and is quite 
interesting, he said. He suggested whim- 
sically that lessons might be taken from 
the racketeers and gangsters, who leave 
poor folk strictly alone. 

Mr. Albritton advocated business re- 
search prospecting, calling upon in- 
formed men and discovering what the 
active and successful businesses are and 
which of the companies in these lines 
are doing well. This information should 
be secured from substantial men who 
have knowledge. Such persons usually 
are willing to discuss business condi- 
tions. 

Mr. Albritton said there have been 
too many fancy presentations, exhaus- 
tive surveys and comparative facts and 
figures. Approach, preapproach, psycho- 
logical moments and other fancies should 
all be relegated to the past, he declared. 
Today the agent is up against the com- 
petition of a man putting out his money 
only for necessities. The agent should 
concentrate on prospecting, calls, inter- 
views and sales. If the other obstacles 
in the selling process are properly faced, 
closing cases is the simplest and easiest 
barrier. The agent, he said, should ex- 
hibit a strong but gentle firmness and 
should never permit himself to get away 
from the assumptive method. The agent 
should assume that the prospect has 
been saying yes all along the line and 
that he should not change this attitude 
when attempting to close the sale. 








Fraternals Desire to Have 
Some Liberalization in Law 


‘The fraternals are anxious to have 
the so-called Speakman bill passed in 
every state which will give larger limits 
on juvenile policies. In many states 
only a maximum of $20 can be written 
on a child which increases year by year. 
The old line legal reserve companies 
are able to write a much higher sum 
and therefore the fraternals are feeling 
the competition. Furthermore, the fra- 
ternals want beneficial interests en- 
larged so that a beneficiary can be more 
than a blood relative. In some states 
the fraternal laws have been changed so 
that a company can start with $100 on 
a child and increase the sum $100 eacn 
year. 


A sUNNY disposition is the very soul 
of success. 


WANTED! 


Group Insurance 
Underwriter 


for 


Home Office Work 


by 





An Old Line Life Company writ- 

ing Group Life and Disability 

Insurance in More Than Thirty 
States 


Righ man must have had wide 
experience and Actuarial Train- 
ing. In replying, give full out- 
line of experience and state age. 
Address “Group Underwriter,” 
Box No. X-57, The National 
Underwriter. 














Mutual Benefit Concerns 
Are Multiplying Greatly 


Undoubtedly the mutual benefit as- 
sociations are running amuck over the 
country. During the last two or three 
years when people were looking for 
cheaper insurance these concerns have 
taken advantage of the situation. Some 
states do not regulate them at all. Some 
have sufficient restrictions to protect the 
public. Insurance departments have been 
greatly embarrassed because of the hot 
house growth of these _ institutions. 
There are hundreds of these concerns. 
Heretofore they have operated chiefly in 
the rural districts and smaller cities and 
towns. More recently they have gravi- 
tated to the cities and have sent out hun- 
dreds of thousands of soliciting letters 
and a lot of advertising literature. The 
Illinois department is now making a sur- 
vey of these institutions licensed in the 
state and the division undoubtedly will 
be strengthened in its examining force. 
Many observers feel that there should be 
some revision of the law, placing greater 
safeguards about them. Some of these 
institutions are reliable but many are 
not. 


Copeland Agents Picnic 

The southeastern Iowa general agency 
of the Northwestern Mutual Life held 
its annual picnic at Crapo Park, Bur- 
lington, Ia., with 79 present. General 
Agent J. H. Copeland, Davenport, com- 
plimented his agents on showing a gain 
for the first six months of 1933. 


Nairn Field Supervisor 

A. Gordon Nairn has been appointed 
field supervisor of the Life Underwrit- 
ers Association of Canada, succeeding 
Eric V. Chown, who was appointed as- 
sistant superintendent of agencies of the 
Mutual Life Assurance of Canada. Mr. 
Nairn was graduated from McGill Uni- 
versity and spent a year in France in 
post graduate work under a Macdonald 
scholarship. He is a native of Mon- 
treal, speaks French and is a lawyer by 
profession. 
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Eliminate the long hours on the 
Take to the air. . . 
with speed and comfort. 
The Bowen way brushes the cob- 
webs of ordinary travel away 


. Fly 


from you and lives in this mod. 


Turn your non-productive travel- 
ing time to profit. . . . Air travel 
when compared to costs of ordi- 
nary travel is less expensive and 
leaves you fresh and fit for busi- 


ness or pleasure. 


Fort W orth—Dallas—Houston 
San Antonio—Oklahoma City 


Austin 
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200 


Enjoy real 


hotel. 
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200 Rooms...... $2.00 
Rooms...... $2.50 
200 Rooms...... $3.00 
Rooms. ..Upward 
425 Rooms with Southern Exposure 


luxury, with economy . . . in 
an atmosphere of quiet dignity 
at Dailas’ finest, most popular 
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